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What Does 
The Future-Hold? 


The future progress of any agent is up 
to the agent in this respect, that he must 
be diligent and have sensed the purpose 
in Life Insurance. 
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But the factor that enters in and quali- 
fies the extent of success is the com- 
pany’s attitude towards its agents. 
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There is a friendly feeling between the 
Central Life and its agents. It is not 
for the company but with the company 
that they are working. The success of 
one is dependent upon the success of the 
other. 


The steady advance of the Central Life 
is an indication of how well agents and 
company work together. 





eT 





Central Life Insurance 
Company of Illinois 
Chicago 


one 
. | 
| 


A af 


T 
fie \ 





























Outstanding Facts About the 
Shield Company! 

















The National Life and Accident Insurance Company, known far and wide as 
the Shield Company, ranks among America’s greatest fifty on Life Insurance in 
force. It closed the year 1924 in forty-fourth place among the largest fifty of more 
than three hundred Life Insurance Companies in America. 


The Shield Company has the largest Industrial, Health and Accident Insurance 
business in force in the world. It ranks second among all American Health and 
Accident Companies on premium income. 


The Shield Company is fifth among all companies in America on total number 
of policies in force. 


These outstanding achievements are viewed with pride by the Officers of the 
Company, who are today actively at the head of the organization after twenty- 


four years of conscientious effort to erect an institution which is now national in 
scope and recognized as being among the world’s strongest. 


Shielding Millions---Are We Shielding You? 
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FORM BIG SYNDICATE 
TO BUY COMPANIES 





Will Endeavor to Secure Control 
of a Number of Smaller Life 
Institutions 





A. M. BEST INTERESTED 





Plan Is to Gather in One Fold a Num- 
ber of Units That Are Now 
Independent 





NEW YORK, Jan. 7.—A. M. Best, 
president of the A. M. Best Company 
of this city, has been retained in an 
advisory capacity by a $10,000,000 syn- 
dicate recently formed in Chicago for 
the purpose of buying up and merging 
into one compact organization a num- 
ber of the small and medium-sized level 
premium life companies of the central 
west and south. It is hoped eventually 
to round up not less than $300,000,000 
of business through such procedure. 


Has Some Strong Backing 


The parties composing the syndicate 
are reputed to be men of the highest 
financial standing and of the strictest 
probity. Two are well known bankers 
and two others are attorneys who have 
specialized in life insurance law and 
practice. They are credited with putting 
their own money into the proposition, 
and have announced that no stock will 
be sold to outsiders; thereby removing 
any suggestion of its being a stock job- 
bing enterprise. The man in mind for 
the general management of the — 
ation, once it be formally launched, 
said to hold high rank in the life in- 
surance world and to have proven his 
capacity as an executive. 


Says Competition Is Strong 


The theory on which the syndicate 
was formed is that a number of the life 
companies, while established upon firm 
foundations and conducted along scien- 
tifically correct lines, yet find difficulty 
in meeting the competition of the big 
companies of the east, particularly 
when they launch into territory outside 
their spheres of home influence, and 
that such competition is sure to be- 
come more intense with passing time. 
The appeal for the purchase of institu- 
tions will be made direct to the com- 
pany managements. The offer will be 
open to every shareholder at the same 
price. There will be no effort to buy a 
mere controlling interest. All cards will 
be laid upon the table, and the syndicate 
members are confident that every deal 
they effect will bear the closest scrutiny 
of state insurance commissioners and 
will have the endorsement of the latter. 
A fair price will be offered for all stock 
after its valuation. 


What Companies Are Desired 


The appeal will be made to compa- 
nies having from $10,000,000 to $30,000,- 
000 in force each, and while such acci- 
dent and health business as any of the 
offices may have upon its books will also 





FIGURES ON 1925 BUSINESS SHOW 
SUBSTANTIAL GAINS OVER LAST YEAR 








RELIMINARY reports on 1925 ad- 
ditional business received from the 
life companies in response to the 
request of THe Nationa UNDERWRITER 
continue to show gains in new business 
and in insurance in force enjoyed by 
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CeomaGe EAGe, GROOsse. oc ccccccscccccccces 
Chicago National Life 
Citizens Life, La 
Columbus Mutual Life, Ohio............. 
Connecticut General Life...............4. 
Connecticut Mutual Life................+- 
Continental Assurance, 
Durham Life, 
Equitable Life of Iowa..........ccseeees 
George Washington Life, W. Va 
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Hawkeye Life, 
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Peoria Life, Ill 
Phoenix Mutual Life...., 
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Provident Life, N. D.....cccccccccccvccces 
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Reliance Life, 
Royal Union Life, Ia 
Security Life & Trust, N. C........ 
Security Mutual Life, N. Y............+5+ 
Security Mutual Life, Neb.............++. 
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BouthianG Lafe, TOROS. ..cccccccccccccccs 
Southwestern Life 


Toledo Travelers Life..........cesssee0% 
Travelers 
TONG TAPO, AFM ccccccseccecccccnececese 
Victory National Life, Fla............++. 
Volunteer State Life, Tenn...........++. 
Western States Life, Cal............+45. 
Western & Southern Life—Ind............ 
Western & Southern Life—Ord........... 
Western Union Life, Wash...........++. 


practically all companies. The reports 
in many cases are only approximate 
figures as exact figures are still unob- 
tainable in many cases. The figures as 
reported to THE NATIONAL UNDERWRITER 
this week are as follows: 


New Paid New Paid Inc. Ins. 

Bus., 1925 Bus., 1924 in Force 
$ 36,966,400 $ 38,148,700 $ 21,000,000 
3,340,000 2,886,000 2,000,000 
3,215,694 1,814,750 2,580,444 
9,239,135 9,887,177 3,727,299 
12,000,000 11,671,193 6,000,000 
128,563,496 105,528,845 94,066,751 
10,250,000 7,530,112 5,500,000 
ol... Err 136,087 
19,726,749 24,619,234 8,140,293 
226,000,000 147,000,000 132,000,000 
104,150,000 82,039,503 67,540,076 
22,500,000 SRGEe 4 3 cccccaessce 
11,760,366 11,330,815 1,765,410 
66,254,000 62,129,000 40,654,000 
GBORSOG =—ssceeaeseses 8 4—«._«s 0 0 ORE EEEe 
1,216,000 1,212,000 71,000 
35,900,018 33,143,159 13,000,000 
1,100,000 650,000 510,000 
61,134,000 55,407,000 25,000,000 
13,841,329 12,080,622 9,384,055 
125,185,000 112,500,000 60,000, ove 

6.322,913 ceccceeess 38, 105,256 
7,500,000 4,000,000 5,500, 000 
13,000,000 10,373, Ss # @seseaeeer 
13,000,000 12,087,772 7,500,000 
3,491,350 4,806,706 981,901 
33,237,679 28,815,017 14,691,857 
4,598,542 4,075,000 a ,193 
21,871,139 18,766,021 12;000;000 
7,323,305 6,272,752 4,225,974 
75,426,000 62,698,000 40,564,000 
844,000,000 746,000,000 500,000,000 
14,500,000 11,660,000 4,000,000 
26,800,000 13,765,290 14,800,000 
©» Serre 1,669,118 
12,784,270 12,082,333 701,937 
4,750,000 4,821,483 1,000,000 
7,500,000 Denese 8 =—Ssétn. po  cenesns 
37,359,861 35,081,386 17,373,055 
206,307,301 195,886,810 110,058,716 
SE.OIG.SSS «ss eccscccess 11,339,363 
65,000,000 52,781,098 37,520,000 
17,281,027 13,098,921 9,161,690 
4,700,000 7,147,544 1,500,000 
3,643,900 2,338,500 2,341,340 
5,736,804 5,411,859 1,578,149 
72,819,000 62,046,410 37,533,491 
13,224,317 19,711,007 *19,746,667 
8,930,000 7,199,500 5,500,000 
18,783,000 13,904,164 8,139,655 
5,115,974 4,465,664 1,500,000 
15,824,876 13,974,515 8,019,830 
25,025,995 21,175,509 4,013,641 
48,924,824 43,290,379 25,099,970 
862,750 a = =—S—Ss«i OSE 
981,300,000 ae =—S—sé(Ua ro nnasads 
,531,000 1,714,250 2,728,250 
6,601,414 2,354,750 5,500,000 
20,000,000 16,963,230 8,000,000 
33,000,000 25,302,000 20,000,000 
98,947,302 85,146,784 26,200,000 
38,000,000 34,086,950 20,500,000 
17,111,743 9,866,351 11,337,265 


*Includes reinsurance of other companies, 








be taken care, no endeavor will be made 
to get risks of that character, the de- 
sire of the syndicate being to obtain life 
business only. 

The merging of a number of small 
companies under the one management 
has been going on in the fire insurance 
field for several years, and the same 
basic arguments that induced such policy 
will be advanced by the syndicate for 
the acceptance of its proposition. The 
idea is by no means a new one in the 
life insurance field, several parties hav- 
ing undertaken its consummation in the 
west of late. The present movement, 
however, is by far the most ambitious. 
Its sponsors, while conceding that some 
time will likely elapse before large re- 





sults can be announced, are yet con- 
fident that by virtue of the economic 
soundness of their proposition, its ob- 
jective will ultimately be attained. 


Continental Life Meeting 


The annual meeting of the advisory 
committee from the field force of the 
Continental Life of Wilmington, Del., 
was held this week at the head office. 
At the meeting on Thursday Dr. S. S. 
Huebner of the University of Pennsyl- 
vania gave a talk on “The Creative 
Power of Life Insurance.” There were 
a number of talks by field men and 
company officials. 





NEW YORK LIFE HAS 
NEW DISABILITY RATES 





Increase Has Been Made on All 
Forms Amounting to $1 
Per $1,000 





TWO FORMS BEING USED 





Policy Contract Has Been Gotten Out 
in New Form to Permit Different 
Combinations 
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New York Life 
rates $1 per 
forms. This undoubtedly 
the that will 
companies following the report that will 


is increasing 


The 


disability thousand on 


action be made 
be made by the special committee of the 
Actuarial Society which 
Arthur Hunter is that has 
been gathering statistics regarding dis- 
ability experience. 

At a recent meeting of the commit- 
tee, the data which has been accumu- 
lated was presented. The report un- 
doubtedly will be made within the next 
few weeks. While it has not been made 
public, sufficient information has been 
secured to warrant the statement that 
disability rates are too low. It is thought 
that there will be a revision of the dis- 
ability provisions by many companies. 
The largest companies’ experience has 
been of great value to the committee. 


of America, of 


chairman, 


The New York Life announces new 
forms of disability coverage, changes 
having been made in the provisions. The 


company says to its agents: 

Policy Contract.—The new policy in 
appearance differs materially from poli- 
cies heretofore issued, the change in 
form being necessary to permit different 
combinations of insurance being issued 
in one contract. It will also provide the 
necessary additional space for special 
endorsements and modifications to be 
made in conformity with the laws of the 
several states. 

* * * 

Total and Permanent Disability.—After 
careful consideration of the whole sub- 
ject of disability coverage, the company 
has decided upon an extension and liber- 
alization of these benefits, which we are 
sure will meet with the unanimous ap- 
proval of the company’s field force. 

Hereafter two forms of disability cov- 
erage will be issued. In one form (here- 
after referred to in this letter as Dis- 
ability No. 1) the disability income will 
be 1 percent of the face amount of the 
policy payable monthly. In the second 
form (hereafter referred to as Disability 
No. 2) the disability income will increase 
after five years of continued disability to 
1% percent monthly, and after ten years 
of continued disability to 2 percent 
monthly. 

Under both forms of disability cover- 
age the disability income is payable for 
each completed month of disability, and 
dates from the commencement of disa- 
bility. On receipt of due proof that the 
insured with be continuously totally dis- 
abled for life, the first monthly income 
payment will become due at the end of 
the first completed month of disability. 
If the proof submitted is not conclusive 
as to the permancy of such disability, 
but establishes that the insured is, and 


(CONTINUED ON PAGE 23) 
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F FIGHT OVER MERGER 


HEARING WILL NOW BE GIVEN 





Proposed Combination of the Maccabees 
and Ladies of the Maccabees Meets 
With Opposition 





LANSING, MICH., Jan. 4.—Charg- 
ing a number of irregularities have al- 
ready characterized the attempt of some 
of the officers of the Ladies of the Mac- 
cabees and the Maccabees to merge the 
two orders, Mrs. Nora M. Cate, of 
Kalamazoo, great lieutenant commander 
of the Ladies, and supporters of her po- 
sition, went into Ingham Circuit Court 
here last week and obtained a temporary 
restraining order to stop any further 
steps toward the: projected consolida- 
tion. 

Reasons for Opposition 


Opponents of the merger plan are said 
to base most of their opposition to the 
scheme on the contention that consoli- 
dation would work a hardship on older 
members of the Ladies organization, as 
a reclassification of risks would result in 
higher insurance rates for those policy- 
holders. In the bill of complaint, it is 
charged that the notice calling the spe- 
cial merger convention was not legal. 

A thorough airing of the reasons why 
leading officers wished to merge these 
two prominent fraternal benefit societies 
is expected during the hearing. Veiled 
hints as to the financial standing of the 
Ladies at this time have been forthcom- 
ing for some time from certain quarters 
and the exact status of both organiza- 
tions is to be brought out, it is antici- 
pated. 

Commissioner Hands’ Position 


Commissioner Hands, immediately 
after having been served with the in- 
junction papers, filed an answer pre- 


pared by the attorney general’s depart- 
ment, in which he denied any connec- 
tion with the consolidation plan up to 
this time. He cited in his answer the 
fact that he had planned to go into the 
law very carefully before giving the pro- 
posal his approval and he pledged him- 
self to take no action pending order of 
the court. 

Mrs. Burns, head of the Ladies’ or- 
ganization, has perhaps been the out- 
standing supporter of the merger 
scheme, as she has maintained that only 
through a consolidation could the Ladies 
hope to become a really strong fraternal 
society. The Maccabees, which has 
headquarters in Detroit, a much larger 
order than the L. O. T. M., recently 
made women eligible to membership, 
so it was argued that there was no fur- 
ther excuse for maintaining a separate 
women’s organization founded on the 
same Maccabee principles. 


TEMPORARY WRIT DISMISSED 


LANSING, Jan. 7.—Dismissal of the 
temporary injunction granted a faction 
of the Ladies of the Maccabes opposing 
the proposed merger of that fraternal 
with the Maccabees marked the hearing 
in the injunction proceeding held in Ing- 
ham county circuit court here Tuesday. 

Judge Collingwood, in lifting the re- 
straining order, granted a week ago, 
which prevented further steps toward 
effecting the consolidation of the two 
societies, ruled that the matter, up to 
date, does not come within the province 
of the Ingham court. All of the defend- 
ants in the action, which included offi- 
cers of the Maccabees, with eed 
ters in Detroit, and of the L. O. M., 
with headquarters in Port “S-be ‘with 
the sole exception of L. T. Hands, in- 
surance commissioner, are residents of 
other counties than Ingham. 


Hands Not Yet Concerned 


The court contended that Mr. Hands, 
by his showing in an answer filed last 
week, established the fact that he is not 
as yet concerned in the merger plan, as 
the scheme has not even been given the 
approval of the Maccabees and it has, 


MAKES HIGH RECORD 


WRITES 132 APPLICATIONS 





Agricultural Life Agent Sets High 
Mark in Twenty-four Hours With 
Total of $150,000 


Felix J. Stasinski of the Agricultural 
Life of Bay City, Mich., on Dec. 28 
wrote 132 applications for ‘life insurance 
for a total of $150,000. No application 
was for less than $1,000 on individual 
lives and no plan carried a less than an 
annual premium or at a lower rate than 
an ordinary life. In every instance a set- 
tlement was taken with the application. 
Mr. Stasinski has never worked for any 
other company and he began Oct. 22, 
1918. His record for the years follow: 
1918 (two months), $57,000; 1919, $220,- 
500; 1920, $144,500; 1921, $78,500; 1922, 
$74,959; 1923, $128,725; 1924, $136,250; 
1925, $229,000. 

Newspaper Advertisement 


In view of the fact that his November 
business amounted to $39,500, it will be 
readily seen that his attempt at the 
world’s record was not a premeditated 
one. Early in December he got the in- 
spiration of a higher resolve and set the 
day for the 28th. On Tuesday, the 22nd, 
the company ran a blind ad in the local 
paper centered in white space merely 
stating that on Dec. 28, the world’s rec- 
ord would be brought to Bay City and 
that full particulars would appear in the 
paper on Thursday. In Thursday’s issue 
was published the record of C. O. Wil- 
kerson of Joplin, Mo., Guy W. Pea- 
body of Sedalia, Mo., and Lee W. 
Thompson of Miami, Okla. On Sunday 
a further advertisement announced that 
he would call on the public between the 
hours of 12:00 m. and midnight in his 
effort to break the world’s record. 


Day’s Work Begun 


On Saturday there went into the mails 
letters to a large number of his policy- 
holders and friends, calling their atten- 
tion to the advertising and his attempt 
to break the record. He began promptly 
at midnight Sunday serving dinner to 
some of his intimate friends and at noon 
he had completed 69 applications. At 
7:00 that evening he had run the total 
to 102, There was a meeting of the joint 
choirs of the Polish Catholic churches 
of Bay City, of which Mr. Stasinski is a 
member, and he arrived at the hall at 
9:30 and by 12:00 had written 132 appli- 
cations. He tired out two chauffeurs and 
was accompanied by the local examiner, 
Dr. Joseph C. Grosjean, who is also med- 
ical director of the company. His is a 
remarkable record in view of the fact 
that no term business was written and 
no policy for less than $1,000 on the 
annual premium basis taken. 

Mr. Stasinski is a very well known 
and popular member of the Polish race, 
of whom there are some 5,000 living in 
Bay City. It is probable that no other 
agent in a city of 50,000 could have ac- 
complished this record unless in the 
home city of the company and among 
his own people. 








therefore, not come before him for his 
approval. 

It appears probable that injunction 
proceedings will be commenced again 
here if the merger proposal is passed by 
the governing body of the Maccabees 
and it is submitted to Mr. Hands. A 
court order will then be asked to re- 
strain the commissioner from giving ap- 
proval to the plan and the matter will 
undoubtedly be threshed out thoroughly 
in the courts. Edmund O. Shields of 
Lansing is attorney for the minority fac- 
tion in the L. O. T. M. which is fighting 
the merger. 


Smith Made Medical Director 


Dr. DeWitt Smith has been appointed 
medical director of the Southwestern 


Life. 








GREAT GAINS ARE SEEN 


RECORDS FOR YEAR SHOWN 





Life Companies’ Figures Reveal Big 
Business and Increases in Insur- 
ance in Force 


The Connecticut General Life showed 
total paid first life premiums $5,100,000, 
gain $1,700,000; life insurance in force, 
$743,000,000, gain $132,000,000; new paid 
for life insurance, $226,000,000, gain $79,- 
000,000; life premium income, $18,300,- 
000, gain $3,100,000; accident and health 
premiums, $1,750,000, gain $250,000; 
total premium income, $20,000,000, gain 
$3,300,000. 

Illinois Life 


The Illinois Life as of Jan. 1 shows 
insurance in force $167,000,000, gain 
$10,000,000; assets, $29,250,000; increase, 
$2,750,000; total income, $6,000,000. New 
paid for business last year amounted to 
$26,000,000. The capital, surplus and 
special funds now amount to $6,000,000. 
Completed new business for December 
amounted to $3,346,500, which except 
May was the best month of the year for 
the company. 

New York Life 


The total paid-for new business of 
the New York Life in 1925 was $844,- 
000,000, as compared with a total new 
paid-for business in 1924 of $746,000,000. 
The total increase of insurance in force 
in 1925 was $500,000,000, 

The Northwestern Mutual paid for 
$327,000,000 of new business in 1925 as 
compared with $317,465,120 in 1924, an 
increase of insurance in force in 1925 
of $218,000,000. The Mutual Benefit 
Life had a total of new paid-for busi- 
ness in 1925 of $253,000,000, as com- 
pared with $210,935,136 in 1924. 


Travelers 


The new paid life insurance of the 
Travelers last year was over $981,300,- 
000, lacking $18,700,000 of a billion. This 
was nearly $250,000,000 more than the 
paid business for 1924. The actual gain 
in new business was $242,500,000. The 
life premiums amounted to $73,770,000 
and accident and health premiums, $13,- 
050,000. The total premium income of 
the Travelers, Travelers Indemnity and 
Travelers Fire amounted to over $137,- 
400,000, a gain of $17,300,000. The total 
income was $155,930,000; gain, $19,160,- 
000. 

Farmers National Had Banner Year 


Without any question, 1925 was the 
best year in the history of the Farmers 
National Life. The agency force wrote 
more business than in any previous 
twelve-month period. The net earnings, 
as reflected in the surplus account, were 
by far the best ever attained. The gain 
in insurance issued, although not the 
largest of any year, was the best since 
the post-war boom period and repre- 
sents solid, permanent growth. The 
business on the company’s books is of 
a better grade than at any previous time. 
The ageats accounted for approximately 
$9,250,000 of new business, easily break- 
ing the previous record established in 
1923. The surplus account will increase 
well over $50,000. The insurance out- 
standing shows a gain of over $4,300,000 
since the last annual report. 

Roughly speaking, the gains were di- 
vided between the states as follows: 


DM oe ue candewseween $1,900,000 
SG eh wut cwtds DCR okeuttn 925,000 
SR eae oe oe 800,000 
SR, ax vapeceventanesss 375,000 
CE, Besa webeeneees 275,000 
SN ido hits eda Gawaanwicn 50,000 


Reserve Loan Life 


The agency department of the Reserve 
Loan Life has just closed the most suc- 
cessful year in its history, so far as 
total volume of new business written 
and percentage of gain over the preced- 
ing year is concerned. The increase in 


PLAN IS TO CLARIFY 


RECOMMENDATIONS ARE MADE 





Superintendent Beha of New York 
Thinks That Some More Definite 
Program Should Be Made 


NEW YORK. Jan. 6.—Life officials 
are interested in the two recommenda- 
tions of Superintendent Beha of New 
York to amend section 97 of the insur- 
ance law: The changes he proposes 
deal with assumed mortality gains in 
substandard business and on disability 
and accident death benefits. 


Purpose is to Clarify 


The purpose of these proposed amend- 
ments, according to one very close to 
Superintendent Beha, is to clarify the 
situation and to make it clear what com- 
panies may and may not do in regard 
to the expense margins gained from 
substandard business. Some companies 
evidently have been basing their calcu- 
lations on the rated up age. It is ob- 
vious that a policy issued to an applicant 
at age 25 and rated up to age 45 will 
present a different mortality saving to a 
select risk age 25 policy. The depart- 
ment is trying to make a rule which will 
result in a uniformity of practice in such 
matters. 


Need for Clear Definition 


In regard to the total and permanent 
disability loadings, there is still further 
need for a clear definition of what may 
be done in regard to the expense margin. 
When section 97 was enacted, total and 
permanent. disability insurance was 
merely a theory and not a practice. The 
almost general adoption of disability 
benefits makes it essential there also be 
some uniformity of prctice as regards 
loading, and the proposed amendment is 
designed to bring this about. 


Will Comply with Demands 


Comment in life insurance circles is 
that the first amendment proposed may 
be unnecessary in view of the fact that 
the purpose of same might be realized 
by a ruling of the department. There 
can be no doubt as to the willingness of 
companies doing business in New York 
state to conform to any departmental 
ruling within reason. The question re- 
garding disability premiums, however, 
is quite another matter, and it is be- 
lieved that Superintendent Beha will find 
little, if any, opposition to his propo- 
sition. 








written business was more than 35 per- 
cent and the actual gain was $7,406,536. 
This statement was made by Guilford 
A. Deitch, general counsel and agency 
manager of the company, The company 
now has total assets of more _ than 
$8,500,000 and insurance in force of $67,- 
472,792. Mr. Deitch is known through- 
out the life insurance field as a writer 
and lecturer of the law of insurance and 
for many years has occupied executive 
committee membership in the American 
Life Convention. The Reserve Loan 
Life, Mr. Deitch stated, is planning on 
entering several new states during the 
coming year. It already is operating 
in 26 states. 


Increases Generally Shown 


The paid-for business of the Penn 
Mutual Life in 1925 was $206,370,301 as 
compared with new paid-for business in 


1924 of $195,886,810. The increase of 
insurance in force in 1925 was $110,- 
058,716. 


The Phoenix Mutual paid for ap- 
proximately $55,000,000 in 1925. Its new 
paid-for business in 1924 was $52,781,098 
and the increase of insurance in force 
in 1925 was $37, 520,000. 

The Reliance Life of Pittsburgh paid- 
for $72,319,000 as compared with $62,- 
046,410 in 1924, increasing its insurance 
in force $537,533,491. 
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ACTUARY’S COMMENTS 
ON COMPANY POLICY 





Some Interesting Observations 
Are Made on the Examina- 


tion of Guardian Life 





DIVIDEND PLAN IS GIVEN 





Management Commended for the Man- 
ner in Which Business is Being 
Built Up and Conserved 





NEW YORK, Jan. 7.—The report on 
the regular examination of the Guardian 
Life by the New York department as of 
December 31, 1924, has just been filed. 
It finds the total surplus including con- 
tingency voluntarily held for 
disability and double indemnity benefits 
to be $4,064,263.91 as compared to the 
published figure of $3,374,134. The mu- 
tualization of the company is reported 
as being favorable from the viewpoint 
of the policyholders. 


reserves 


Just Treatment of Claimants 


The department comments upon the 
substantial increase in the new issues of 
the company with a_ simultaneously 
marked decrease in lapses. The report 
states that immediate consideration 
given claims when liability is admitted 
which is done promptly. Claims are not 
rejected until after they have been thor- 
oughly investigated and the treatment 
is at all times fair and equitable. Every 
facility is offered for the presentation of 
apparently just claims. The cases are 
promptly handled and drafts usually for- 
warded the same day proofs are received. 


1S 


New Business Noteworthy 


It is stated that the showing made by 
the company during the last four years 
respecting the amount and qualitv of 
new business paid for is noteworthy. 
While a large volume of business has 
been transacted, the management has 
not only been successful in maintaining 
the net acquisition cost without increase, 
but also has reduced costs where pos- 
sible. The company has no real estate 
except its home office building and a 
small building adjoining and some real 
estate in foreign countries which does 
not appear among the company’s assets. 


Dividend Methods 


Appended to the report is a summary 
made by the actuary of the department 
regarding the dividend methods of the 
company. This report contains certain 
recommendations which have been given 
careful attention. 

While it is true that the interest fac- 
tor of 4.3 percent does not distribute all 
the interest now being earned, yet there 
is a compensatory factor in the mortal- 
ity element which has not been taken 
into consideration by the examiners. 
The mortality gain is assumed to be a 
constant per $1,000 exposed to risk in 
making up the dividends, whereas in 
point of fact, there is every reason to 
believe that this factor, beginning at 
about age 35, decreases continually with 
attained age and with duration, ulti- 
mately vanishing altogether. This means 
that in assuming a constant mortality 
profit, it is overstating the gain at the 
older ages and duration which tends to 
offset the understatement of the interest 
factor. The great improvement in true 
mortality which has taken place since 
1915, the closing date of the American 
men experience, would probably oper- 
ate to increase this tendency. 


Seale Should Be Just 


_ It is not contended that the decrease 
is the one source of profit exactly offset- 
ting the increase in the other, but it is 
contended that the net difference is not 
(CONTINUED ON PAGE 24) 








HAVE COLLEGE STARS 


ENGAGE IN PROFESSIONALISM 


Philadelphia Agencies Boast Brilliant 
Constellation of Athletes Who Have 
Entered Insurance Salesmanship 


PHILADELPHIA, Jan. 6.—With so 
much appearing in the public prints con- 
cerning “Red” Grange and professional- 
ism in athletics it is refreshing to note 


that many one time college and scholas- | 


tic stars have turned to a professionalism 
for life, namely, that of life underwrit- 
ing. General agents and managers of 
life agency offices are a unit in agreeing 
that boys who have been on the firing 
line in school or college athletics are 
not so easily discouraged, have a thor- 
ough appreciation of team work, have a 
highly developed spirit of fair play and 
can always be counted on in a special 
drive for production. 


Many Athletic Luminaries 


A survey recently of the life offices in 
Philadelphia indicates that many athletic 
luminaries have chosen life underwriting 
as their professional vocation. For in- 
stance, the Mutual Benefit, James H. 
Glenn, general agent, boasts of four as 
follows: Walter A. Craig, football and 
track at the University of Pennsylvania; 
Vaughan C. Chambers, crew at the Uni- 
versity of Pennsylvania 1924; G. Gard- 
iner Bulmer, football, basketball and 
track at the Wennonah Military Acad- 
emy, and basketball and track at Mead 
owbrook A. C.; Ellicott H. Glenn, crew 
at the University of Pennsylvania. The 
Equitable of Iowa, Wallis & Tyson, gen- 
eral agents, boasts of none other than 
the famous “Heinie” Miller, who was a 
member of the varsity team in 1915, 
1916, 1917 and 1919 (in service in 1918), 
was captain of University of Pennsyl- 
vania football team in 1917, has been a 
famous end and was left end on Walter 
Camp's All-American team in 1919; was 
never taken out of a game during his 
college football experience, and has just 
closed a successful season coach of 
Temple University football team and 
has been engaged to coach the team in 





as 





| for 





1926. “Heinie” has been making a con- 
spicuous success in the life insurance | 
business. 
Boast Enviable Records 

New England Mutual, Marston & 
Smalley, general agents, have Carl H. 
Thomas, University of Pennsylvania, 
football 1917, 1919, 1920 and crew 1918, | 
1919, 1920, captain crew 1919, All- | 
American stroke 1918 and 1919. Con- 


necticut Mutual, White & Black, general 


agents, have Walter W. Whetstone, | 
College of Pennsylvania State, varsity 
track, football and football assistant 


manager; A. V. Tisdale, track and long 
distance runner, Swarthmore 
football, basketball and track. Guardian 
Life, Jack Berlet, general agent, has 
Ralph Riddle, a Valparaiso University 
backfield star, and Davis Smith, who 
made history for Penn Charter. 
Life, Clarence Wray, general agent, has 
J. R. Ludlow Wray, familiarly known 
as “Lud” Wray who is head line coach 
in football, University of Pennsylvania, 
and a most successful life underwriter. 
Penn Mutual, Clarence Schonck, agency 


manager, has John H. Jefferies, Jr., 
Princeton, freshman basketball captain, 
captain of both varsity teams senior 


year basketball and baseball. Equitable 
of New York, George Ott, manager, is 
mighty proud of six “stars,” “Lou” 
Fretz, famous University of Pennsyl- 
vania guard; Joe Laird, of equal football 
prominence; “Ted” Edwards, collegiate 
squash, tennis and racquets; Walter 
Reynolds, golf champ; “Lou” Servais, 
intercollegiate national wrestling cham- 
pion and national A. A. U. title holder 
in 1923; Charles F. Merz, coxswain of 
the 1912 Cornell crew; and C. A. Nolan, 
captain of St. Joseph’s College team. 


College, | 


| of Commerce, 


Home | 
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B. M. A. CONVENTION ON 


SALES ORGANIZATION MEETS 


Kansas City Company Celebrates Re- 
sults of Year at Session of 
1000 Club 


KANSAS CITY, Mo., Jan rhe 
14th annual convention of the 1000 Club 
of the Business Men’s Assurance, the 
sales organization that company, 
opened here yesterday with a large at- 
tendance. The meeting was quite largely 
a celebration the notable results ob 
tained by the company this year. At 
the outset of 1925 it set its objective at 
$16,000,000 of new life business. The 
close of the year showed more than 
$19,000,000 of new business applied for 
during the year. The total gross income 
1925 was well over $4,000,000. An 
increase of $50,000 in the capital of the 
company, bringing it up to $300,000, has 
just been approved. It is expected that 
the annual statement will show total 
capital and surplus to policyholders of 
over $750,000, an increase for the year 
in $100,000, 
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Many Entertainment Features 


the conven 
day, with a 
features ar 

luncheons 


Two busine sessions of 
tion are being held each 
number of entertainment 
ranged, including special 
each day, a reception for the visitors 
Tuesday evening, a theater party Wed 
resday evening and a banquet as the 
closing feature of the convention Thurs- 
day night, the program of which was 
broadcasted from Station WHB, Kan 
sas City. The program f the business 
was follows: 


or 
ession as 


Tuesday Morning 


Introduction of 1926 Club President by 
1925 President, W. R. Parker 

Address of Welcome—aA. 1! Beach 
Mayor of Kansas City and Director of 
B. M. A 


of Commer 
Chamber of 


Chamber 
President, 


Greetings from 
—Lou Holland, 
Commerce 


Responss B. F. Gerard, Member of 
1,000 Club 

Club Secretary Annual Report—Minor 
Z. Abell 

Club President's Address—F. J. Flem- 
ing. 

Introduction of 1926 Club Vice-Presi 


dent and Directors, and Presentation of 
Club Emblems to New Directors A. W 
Hogue, Vice-President in Charge of Sales 


Afternoon 


New Developments in B. M. A. Service 
for 1926 W. T. Grant, President 

Introduction Home Office Official Fam- 
ily and Department Heads—L. D. Ram 
sey, Treasurer and Office Manager 

Integrity in Business—J. C. Swift, Di- 
rector of B. M. A 

Wednesday Morning 

The Young Man's Opportunits Ted M 
Simmons, Vice-President, Pan-American 
Life. 

The Four Square Man—E. J. Montagu 
Director of Field Servic 

The Research & Review Insurance 
Service—Alden C. Palmer 

Adjournment for luncheon at Chamber 


Athletic Club 


Kansas City 


Afternoon 


Building Business on Friendships 
W. T. Kemper, President, Kansas City, 
Mexico & Orient Railway Co, 

Round Table Discussion 

Thursday Morning 

A Bigger and Better 1926 \ Ww 
Hogue, Vice-President in Charge of 
Sales 

The University of Hard Knocks—Ralph 
Parlette, Editor, Publisher, Writer and 
Lecturer. 

Afternoon 

What I have learned at this con- 
vention that will assure me a bigger 
and better 1926—Earl! Snyder, H. S. M« 
Millen and Rex Parker, past presidents 
J. P. Baldwin, W. M. Jones, F. W. Moller 
L. H. Harris, C. B. Adams, BE. W. Welton 
and A. W. Watwood, state supervisors 
President F. J. Fleming will summarize 
the chief points of the convention and 
tell how he expects to apply the new 
ideas. 

Keeping Pace with B. M. A. Progress 
—W. T. Grant, President 
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AGENCY MANAGERS ON 
BUSINESS FOR 1926 


Believe That the First Six 
Months of the Year Will 
Be Good 
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Standard of Life Insurance Salesmen 
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Standard Has Improved 


Undoubtedly the standard of life insur 
sed during 
a better 
business 
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Connecticut Mutual’s Record 


New insurance written by the Connec 
ticut Mutual Life during 1925 was in ex- 


cess of $102,000,000. The Connecticut 
Mutual has more than $600,000,000 of 
insurance in force, a gain of about $65, 


the 


48 percent, 


mortality 
President 


000,000 for the vear, whil 
was approximately 


Robinson states that surplus earnings 
from usual uurces will undoubtedly 
show a reasorable margin over require 
ments of increased dividend scale. En- 


hanced market values will materially in- 
crease contingency reserve. 





> 


THE NATIONAL 


UNDERWRITER 





January 8, 1926 











General Agencies 


WE have general agency open- 
ings in the following states: 


Illinots Oklahoma 
lowa Nebraska 


Indiana W yoming 
Ohio South Dakota 
Minnesota Montana 
Missouri Colorado 
Kansas California 


Any good, live producer of Life 
or Accident and Health insurance, 
who is not at present under contract 
with any other company, will be 
taking a step in the right direction 
by getting in touch with us. 


He will tell us about himself and 
we will tell him of our thorough co- 
operation with our field force, in- 
cluding direct mail and newspaper 
advertising assistance. 


Address H. G. Royer, President 


Great Northern Life 


Insurance Company 
110 South Dearborn Street, Chicago 





PLANS ARE COMPLETED 


INDIANA DAY CELEBRATION 





Program for the Big Insurance Con- 
clave Includes Men Prominent in 
the Business 





The Indiana Insurance Day program 
to be given at Indianapolis, Jan. 26, has 
been completed so far as the speakers 
are concerned, with the acceptance of 
Edward C. Stone of Boston, associate 
United States manager of the Employ- 
ers Liability, whose topic will be “Gen- 
eral Conditions in the Casualty Insur- 
ance Business.” He is one of the out- 
standing casualty men of the country 
and has taken a prominent part in 
studying the compulsory automobile in- 
surance movement. Mr. Stone was a 
member of the committee of nine, which 
considered the subject of compulsory 
automobile insurance last winter. C. D 
Lasher, state agent of the Home Fire 
of New York, chairman of the speak- 
ers’ committee, did a magnificent piece 
of work in getting prominent men on 
the program. 

List of Speakers 


The complete list of speakers for In- 
diana Insurance Day is: 

Ex-Governor Samuel R. McKelvie of 
Nebraska, principal banquet speaker; 
Claris Adams, Indianapolis attorney, 
toastmaster; Edward C. Stone of Bos- 
ton, casualty speaker; Harry Curran 
Wilbur of Chicago, noted financial 
and industrial consultant, fire speaker; 
James Elton Bragg, vice-president Man- 
hattan Life of New York, life speaker; 
Thomas S. McMurray, Jr., commis- 
sioner of insurance of Indiana; Ed Jack- 
son, governor of Indiana; John L. Du- 
vall, mayor of Indianapolis; Alfred 
Hogston, Indianapolis, fire marshal of 
Indiana, and D. O’Keeff, Fort 
Wayne, Ind., president Indiana Associ- 
ation of Insurance Agents. 


Publicity for the Occasion 


The first general announcement on 
Indiana Insurance Day enclosing a large 
poster went in the mails Saturday to 
practically every agent in Indiana as 
well as to insurance companies admit- 
ted, to Indiana together with a picked 
list of prominent insurance people 
throughout the United States. In addi- 
tion to this publicity all branch offices 
and general agencies have been flooding 
the state with Indiana Insurance Day 
stuffers. Practically all insurance meet- 
ings held by local boards are being ad- 
dressed by insurance day _ speakers. 
Many luncheon clubs in Indianapolis, 
including the Rotary Club, Service 
Club and casualty adjusters are arrang- 
ing insurance day programs during In- 
surance Day Week. 


Organizations to Meet 


In connection with the Indiana Insur- 
ance Day program, the following insur- 
ance meetings have been arranged to 
take place so as to not conflict with the 
general program; Indiana Association 
of Insurance Agents; Indiana Casualty 
Adjusters Association; Indianapolis Life 
Underwriters Association; Life Under- 
writers Associations of Indiana and In- 
surance Federation of Indiana which 
holds its annual meeting during the 
afternoon session on Indiana Insurance 
Day. 

The convention proper starts at 9 
p. m., Jan. 25, in the Claypool Hotel, 
with a “Get-Acquainted” dance and en- 
tertainment. 


Raub Is City Councilman 


Edward B. Raub, vice-president and 
general counsel for the Indianapolis Life, 
has been elected city councilman of In- 
dianapolis. He has served twice as 


county attorney and once as city at- 
torney. 





HOME LIFE CONVENTION 


GENERAL AGENTS WILL MEET 
Plan an Informal Discussion of Prob- 
lems With the Company Officials 
at New York 





NEW YORK, Jan. 6.—Unusual in- 
terest attaches to the annual convention 
of the General Agents’ Association of 
the Home Life, to be held at the Hotel 
Pennsylvania here Jan. 20-21. At the 
initial session the officers of the com- 
pany will tell of its accomplishments for 
the year just closed and their plans for 
the next 12 months. Incidentally they 
will justly compliment the general 
agents upon their feat of paying for 
over $6,000,000 of new business in De- 
cember. Later discussion will center 
about plans for increasing production 
and it is anticipated a number of prac- 
tical suggestions to that end will be ad- 
vanced, 

Preblem of New Men 

The topic slated for review on the 
second morning will be “Increasing the 
Agency Force,” ideas being desired for 
enlisting the services of men new to the 
business, and for considering the char- 
acter of contracts to be offered them. 
This important matter reviewed, the as- 
sociation will elect officers for the new 
year and dispose of other general busi- 
ness. Those responsible for the program 
have strictly refrained from anything 
savoring of formalism in its arrange- 
ment; there will be no prepared papers. 
Instead, all subjects will be dealt with 
informally, the general agents and the 
company executives gathering about the 
table and threshing out their common 
problems with all the freedom such pro- 
ceeding invites. 

The Home Life has had a prosperous 
year, but instead of being content to 
duplicate this result in 1926, the General 
Agents’ Association as well as the com- 
pany’s management is inspired by it to 
put forth greater efforts, and once plans 
to that end are perfected the field staff 
of the Home will go full speed ahead. It 
is fully recognized that the general pub- 
lic has a far keener appreciation of 
life insurance than ever before and the 
opportunities for business-getting by 
trained men were never so great as they 
are now. 


Continental Life Agents’ Meeting 

Arthur B. Cheney, general agent at 
Philadelphia for the Continental Life of 
Wilmington, Del., tops the list of busi- 
ness getters for the company in 1925, 
and by virtue of that fact is serving as 
chairman of the executive committee of 
the agents’ association now in session at 
the home city of the company. Last 
year Mr. Cheney placed well over a 
million. Following Mr. Cheney, E. C. 
Burt, general agent at Atlanta, reported 
over $550,000 in new business. The 
writings of the company in 1925 were 
considerably greater than those of any 
previous year, two and a half millions 
being secured in December alone. Its 
business in force is over sixty millions. 


Reserve Loan Holiday Party 

A special holiday feature at the Re- 
serve Loan Life, Indianapolis, was a 
Christmas celebration given the em- 
ployes by the officers of the company. 
J. Harry Holtman, as Santa Claus, as- 
sisted by H. G. Woodbury, distributed 
gifts as well as special! cash gifts to each 
employe. Two special dancing numbers 
were featured, Miss Hilda Louise Riley 
of the policy department in a Spanish 
dance and Miss Virginia Pittman of the 
medical department in an exhibition of 
the Charleston. The festival marked the 
company’s first Christmas in its new 
home office building. 


New York Life Meeting 
The agency directors and officers of 
the New York Life will hold their an- 
nual conference at Hot Springs, Ark., 
Jan. 8-12. 
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A Campaign In Behalf Of © 
Women and Children 


Eighth Extract 


Income Insurance is advocated by the Equitable Life Assurance Society 
because women are exposed to many dangers that are inconspicuous or hard 
to trace. A striking example has already been given. Here are a few ad- 


ditional examples from the book entitled INCOME INSURANCE: 


“The stock of a certain prominent and important railroad sold in 1909 at 7434. In 1922 the 
road was in the hands of a receiver, and the market price of the stock fell to 134. 





“The stock of the Company, dealing in a staple commodity, sold in 
1916 at 76%. In 1921 in consequence of an unfavorable market and other complications the 
company was so seriously embarrassed that the price of its stock fell to 5°4. 


“The stock of another company of a similar character sold in 1919 at 148%¢ and paid 10% 
dividends. In 1924 it was paying nothing, and the price of the stock had fallen to 38°4. 





“The stock of the Company, a high-grade industrial corporation, sold 
in 1919 at 9214. In consequence of unfavorable market conditions the company failed, and in 
1924 its stock was selling at less than a dollar a share. 


“All these stocks were the issues of substantial concerns, engaged in legitimate under- 
takings, and managed by men of standing and experience. 


WHERE THE STRAIN OFTEN COMES 


“‘Multitudes of men have been ruined by investments in land. Why? Not because the 
land failed to appreciate in value, but because interest and taxes shook these investors out before 
the appreciation in value occurred. 


““Multitudes of men have lost money in new inventions. Why? Not because these inven- 
tions were lacking in value, but because the money ran out while the inventions were still in the 
experimental stage. 


‘‘Multitudes of men have been ruined by investing their money in good mines rich in ore. 
Why? Not because they lacked value, but because these investors did not count the cost of 
developing and operating these mines.” 

Multitudes of women, and multitudes of men, who are in no danger of 
being swindled by get-rich-quick sharpers, lose their money because their in- 
vestments deteriorate in value, because securities that ought to be sold are held 
too long. 


The Equitable is on the lookout for young men to aid in supplying the 
demand for Income Insurance. 


THE EQUITABLE LIFE ASSURANCE SOCIETY OF THE UNITED STATES 


393 SEVENTH AVENUE, NEW YORK 
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Reputation 


Friendliness is the word that describes so aptly the 
feeling that exists between the Peoples Life Insur- 
ance Company, her field men and policy holders. 
We count our friendly reputation among the com- 
pany’s assets. It will pay you to be friendly with the 


PEOPLES LIFE INSURANCE CO. 


“The Friendly Company” 
FRANKFORT INDIANA 


Opportunities in Indiana, Illinois, Ohio, Michigan 
Tennessee, Arkansas, Iowa, California and Texas 




















Provident Mutual 


Life Insurance Company of Philadelphia 
Founded 1865 


Pennsylvania 


1865—SIXTY-ONE YEARS OLD—1926 


PROVIDENT Agents in their ap- 
proach have the advantage of the 
national advertising of the Company 
which is striking and original, and also 
of a Direct Mail Campaign. 

















MEET AT SPRINGFIELD 





MUTUAL OF ILLINOIS RALLY 





Joint Convention of Life and Accident 
and Health Departments Held 
in Home City 





SPRINGFIELD, ILL., Jan. 6—The 
Mutual Life of Illinois held its ninth 
annual agency convention here this week 
at the new Abraham Lincoln hotel, 
which is very largely owned and con- 
trolled by officers of that company. 
This was the first session that has been 
attended by representatives of both the 
life and the accident and health depart- 
ments. Heretofore the two departments 
have been conducted with entirely sep- 
arate agency forces but a new policy has 
now been put in force under which the 
agents will be encouraged to write both 
classes of business. In pursuance of 
that plan, joint sessions of the two de- 
partments were held each morning with 
separate sessions in the afternoon. 
There were nearly 100 of the general 
agents and leading producers of the 
company in attendance and the meet- 
ings were the most “peppy” and enthu- 
siastic ever held by the company. 


Three General Sessions 


At the general session Monday morn- 
ing Vice-President F. M. Feffer presided. 
The address of welcome was given by 
J. Emil Smith, city commissioner, and 
President H. B. Hill presented greet- 
ings from the home office, with re- 
sponses by A. S. McKellar for the life 
department and C. W. Lent for the ac- 
cident and health department. J. O. 
Hoffman spoke on “My Strongest Sell- 
ing Illustration” and Vice-President 
Feffer presented the prizes for produc- 
tion records. 


Policy Changes Presented 


Tuesday morning’s joint session was 
devoted entirely to the presentation of 
new policies and some important 
changes in existing contracts. James 
Fairlie, vice-president and _ actuary, 
speaking for the life department, and 

F. Davis, assistant agency director, 
for the accident and health department. 
This morning’s session was devoted en- 
tirely to a discussion by President Hill 
of the non-medical plan which the com- 
pany is just putting in force. All life 
policies for $2,500 or less will hereafter 
be written on that plan exclusively. 


Doyle Banquet Speaker 


At the banquet Monday night with 
170 present, including agents and their 
wives and members of the home office 
staff, an especially eloquent inspirational 
talk was given by C. J. Doyle, associate 
general counse! of the National Board 
of Fire Underwriters, who paid high 
tribute to the Mutual Life and its 
growth. President H. B. Hill acted as 
toastmaster. 

The feature Tuesday evening was the 
presentation of the “Mutual Life of IIli- 
nois Follies” which consisted of novel- 
ties and specialties presented by home 
office employes, with many clever hits 
at company officials and prominent rep- 
resentatives of the company. 

Monday’s program in a separate ses- 
sion for the life department included 
addresses by O. F. Davenport, “My 
First $200,000 Month”; W. A. Fairlie, 
assistant actuary, “Conservation of Busi- 
ness”; J. R. Neal, secretary-treasurer, 
“Home Office Problems,” and O. F. 
Weisenberg, cashier, “The Cashier’s 
Contact With the Field Man.” 


New Policy Discussed 


At Tuesday’s session, the new 5-point 
policy, announced at this meeting, which 
is a 20-payment policy with five at- 
tractive options at the end of the 20 
years, came in for especial discussion in 
connection with a sales demonstration in 
which O. A. McFarland, assistant 
agency supervisor, acted as salesman 
and J. J. Sheehy as prospect. Another 





WILL MOVE TO BOSTON 


GOES FROM SAGINAW, MICH. 





Health and Accident Headquarters of 
the Massachusetts Bonding Goes 
to Head Office 





John Patterson, resident vice-president 
of the Massachusetts Bondine at Sagi- 
naw, Mich., where are located the gen- 
eral offices of the accident and health 
department, announces that the head- 
quarters will be moved to the home 
office in Boston, Mass. The entire plant 
including the equipment, records and 
executive staff, including all department 
heads with assistants will move to Bos- 
ton as soon as it is possible to complete 
the transfer. It has been thought desir- 
able to have the accident and health de- 
partment located at the head office in 
conjunction with other departments of 
the company. 


Comment by Mr. Patterson 


Vice-President Patterson makes the 
following comment to agents: 

“In accomplishing the coordination of 
all lines of the company’s business in 
one home office plant under one roof, 
the company is actuated by a desire for 
greater efficiency in the direction and 
handling of its business and the greater 
advantages which will accrue in the 

»’ of business policies and plans 
for further growth and advancement. 
The company is making remarkable 
progress, both in growth of business and 
in financial strength, and has just com- 
pleted the most successful year of its 
history. In the future conduct of home 
office matters of the accident and health 
department, the business will continue 
to be operated as a separate unit. You 
are assured of the same careful and con- 
scientious effort to maintain a superior 
standard and quality of service such as 
has always characterized your associa- 
tion with the company.” 


Reinsured Old Company 


Saginaw was chosen as the headquar- 
ters for the accident and health depart- 
ment following the reinsurance of the 
old United States Health & Accident of 
Saginaw, which was one of the leading 
accident and health companies of its 
day. Under the management of Mr. 
Patterson the business has grown to 
large proportions. Mr. Patterson is now 
president of the Health & Accident 
Underwriters Conference. 








sales demonstration at that session was 
on the 20-payment endowment at 65 
with Ben C. Johnson, assistant agency 
supervisor, as salesman and J. B. Rich- 
ardson as prospect. J. E. Ullrich spoke 
on “From Banker to General Agent” 
and E. J. Hartenfeld on “My Impres- 
sions of the Life Insurance Business.” 

Today’s session was devoted to an- 
nouncements of plans for the formation 
of a $100,000 Club and an App-a-Week 
Club. 

Production Prizes Awarded 


In the award of prizes for production, 
Oliver F. Davenport led in the number 
of applications, amount of insurance sold 
and amount of premiums, thereby win- 
ning the first three prizes, aggregating 
$300. 

Other prize winners in the life depart- 
ment were: D. C. Fackler, Elie, Ia.; J 
J. Sheehy, Utica, Ill.; Tom Winn, Zieg- 
ler, Ill.; W. A. Schickedanz, Marissa, 
Ill.; D. T. McKellar, Vandalia, Ill; E. 
C. Jones, Wellman, Ia.; A. S. McKellar, 
Vandalia, Ill.: Henry J. Handelsman, 
Tr., Chicago; P. W. Yard, Macomb, IIL; 
E. A. Shaw, Oregon, Ill.; W. L. Strub- 
inger, ElDara, Ill.; J. E. Ulrich, Kanka- 
kee: J. O. Hoffman, Iowa City, Ia.; J. 
B. Richardson, Orion, Ill.; E. W. Shaw, 
Sterling, Ill; L. D. Day, Jerseyville, 
Ill.; Mrs. Frances F. Acker, Rockford, 
Ill., and Max Weideman, St. Louis. 
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IOWA, COMPANY’S CONVENTION 


Announcement Is Made as to the Record 


of Some of the Lead- 


ers for 


1925 


SAN FRANCISCO, CALIF., Jan. 7. 


—Characterized as the most successful 


meeting ever held by the company, the 


Bankers Life of Iowa closed its annual 


school of instruction Wednesday in San 
Francisco after three days of intensive 
business discussion, ending with 
San 


The only shadow on the meet- 


seeing trips about 
environs. 


Francisco 


ing was the forced absence of President 


George Kuhns, who was.compelled to 
at home on account of illness. 
In his absence W. W. Jaeger, general 


remain 


sales manager, opened the sessions last 


Monday and on Tuesday surrendered the 
Vice-President 


gavel to 
who arrived late. 


surpassed 650 from every part of 
United States and 122 were awarded the 


G. 


president’s gold medal for exceptional 


persistent production. 


In reviewing the results of last year 
that 


it was reported 
showed an increase of 


the company 
$20,000,000 of new 


business written and $19,000,000 in paid 


for business. 


The le 


ading agency for 


the year was the Chicago office of For- 
est Bowman, and the agency winning 


the cup for the largest increase was the 
$2,000,000 


Madison, Wis.. office, 


with a 


advance over the production for 1924. 


Outstanding 


Features 


The outstanding feature of the past 
vear was the great increase in the num- 
ber of producers in the quarter million 


class who accounted 
$70,000,000 of new 


business. 


for approximately 
Among 


the subjects discussed were success in 
conservation work, best results from ad- 
vertising, mass selling, daily programs 
and various policy forms of the com- 


pany. 


For those who arrived last Sun- 


sight- 
and 


S. Nolen, 
The total attendance 
the 


day before the meetings opened there | 
were special entertainment features. 


GIVES ACCIDENT POLICIES 


Chicago “Tribune” 


Starts New Plan 


With Its Dollar Contract With 
the Federal Life 


The Chicago 


“Tribune,” 


which has 


been marketing the $1 accident policy 


of the 


Federal Life to readers of the 











WILL PASS 350 MILLION 


DES MOINES COMPANIES GAIN 


Notable Advances 
in 1925 Shown 


in That City 


DES MOINES, 
ance sold in 1925 
home offices in D 


more than $350,000,000, according to un- 


official tabulations 
the companies. 
will be made some 
two 
greatest insurance 
Iowa. 


The Bankers Life reports that when it 


closed its books fo 
$167,000,000 of inst 


The Equitable Life of Iowa will be 
the amount 


second in 


a sales volume of 


000,000, announces 
president. 

The Central L 
business for last y 


| $41,000,000. This is a 30 percent increase 
The Central Life now 
insurance in 
states of the Union. 


over 1924. 
$160,000,000 


The Royal Unio 
be fourth on the li 


panies with a year’s business totaling 


more than $20,000 
C. Tucker, preside 

Activity in life 
manifest on every 


that the old year closed in such a splen- 
did manner as to give promises of even 


a larger volume of 





Fidelity Mutual to Build 


The Fidelity Mu 


be housed in its ne 


way and 25th street, Philadelphia, before 
Year rolls 
old structures on the site are about to 
soon 


another New 


be demolished 
work on the new 


begin some time next month. The pres- 


ent headquarters 


| Broad street near 


on the completion 
The old place will 
United Gas Imy 


| whose main office 





Prudential Worker 


The Prudential announces that 26,000 


| of its men and w 


paper, has now taken a further step and | 


offers this policy 


free 


to subscribers. 


The “Tribune” will pay the $1 premium 


to the 
holding 


Federal Life. 
“Tribune” 


All 


policies expiring 


while this offer is open will be entitled 


to renewal of their 


charge. The 


“Tribune” 


free of 
that it 


policies 
states 


subscribers | 


has arranged for 100,000 policies of this | 


kind. 


The “Tribune” insurance policy with 
the Federal Life has attracted much at- 
tention because it was of broader cover 


than issued bv any « 
connection with 
that $218,536 has been 


newspapers. It 


ther company in 


paid out in claims 


on “Tribune” policies during the past 10 


months. 


to a taxicab driver. Si 


One claim of $7,500 was paid 


milar amount was 


paid to a Chicago motorman who was 


killed. The Federal 
out to the estate of 


Life paid $45,000 
those who were 


killed in a railroad accident June 16 en 
route to New York to take a trip to 


Germany. 


Claims have been paid 


to 


firemen, policemen, chauffeurs and oth- 


ers who were killed. 





Mark ‘ Dunning 


Mark L. Dunning, who has been state 
agent of the John Hancock Mutual at 
Providence, R. I., has retired as the head | 
of his agency. General Agent Stearns 
of Providence will assume jurisdiction 
of the agency formerly managed by 


Mr. Dunning. 


States | 


|in connection with the sales congress 
conducted by Dr. 


taken out additional life insurance pro- 
| tection under a group policy. 


Any Prudential 


| worker is now elig 
ance in amounts varying from $2,000 to 


$10,000, according 
in addition to the 


The total amount of insurance involved 
is approximately $100,000,000. 


Poorman Goes to Des Moines 
William E. Poorman, who for the last 
been 
purchasing agent 


three years has 
writer and 


Farmers National 


resigned to become actuary of the Cen- 


tral Life of Des M 


Puts ca | Special Contest 


The American C 


on a campaign from Jan. 1 to April 10, 
inasmuch as it hopes to have $200,000,- 


000 in force on Ap 


versary of the issuance of its first policy. 


There will be a spe 
head office May 30 
will be the 500-mil 
the International 

Indianapolis. The 
to the speedway. 


will be a tour of the home office and on 


Tuesday night will 


Will Hold A 


gency Meeting 
The agency meeting of the American 


Life Reinsurance o 


Official reports which 
time within the next 
to show the 


weeks are expected 
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in Business Written 
by Home Offices 


Jan. 7.—Life insur- 
by companies with 
es Moines will reach 


now being made by 


year in the history of 


r the year more than 
irance had been sold. 


of business with 
approximately $65,- 
R. G. Hunter, vice- 


ife reports that its 
ear was in excess of 


has 
force in 24 
n Life is expected to 
st of the larger com- 


000, according to A. 
nt. 

insurance circles is 
hand and all agreed 


business in 1926. 





itual Life expects to 
w home on the Park- 
around. The 


and construction 
insurance plant will 


of the company on 
Arch will be vacated 
of the new home. 
be taken over by the 
oxrovement company 
is adjoining. 





s Increase Insurance 


omen employes have 


representative or 
ible to buy life insur- 


to the position held, 
free staff insurance. 


under- 
for the 
Life of Chicago, has 


actuary, 


oines. 


entral Life is putting 


ril 10, the 27th anni- 


cial celebration at the 
-June 2. On May 31, 
e automobile race at 
Motor Sneedway at 
party will be taken 
On Tuesday there 


be the banquet. 


f Dallas will be held 





American Lite 


Reinsurance Company 


HOME OFFICE: Company Building, Dallas 
BRANCH OFFICE: 29 S. La Salle St., Chicago 





Insurance in Force: 


December 31, 1919, $5,290,381 
December 31, 1921 . . $27,146,043 
December 31, 1923 .. . . $41,216,342 
December 31, 1925 ..... . $54,300,000 


New business received during 1925 
greater than any previous year. 


New business for December, 1925, 
exceeded all previous December 


records. 
Substantial increases shown in 
assets, reserves and _ surplus. 








New Year’s Greetings 


..and.. 


Heartiest Good Wishes 


.-to.. 


All Company Officials and other insurance 
friends everywhere, to whom we extend 
our thanks for continuance of 
generous patronage. 


A. C. BIGGER, President 

















Charles J. Rockwell. 
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GETS HEAD OFFICE SITE 





STATE LIFE’S VALUABLE PLACE 





Indianapolis Company Secures Location 
Facing on Memorial Plaza Where 
It Will Erect Building 


























Over—$ | 38,000,000.00 





A. C. Tucker, President 


D. C. Costello, Secretary 


Wm. Koch, Vice Pres. 
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Underwriters— 
Notice”? 
otice 
“POOR RICHARD” said— 
“All that glitters is not gold.” 
Promises and Percentages may be made 
to “glitter’-—BUT 
OPENINGS AT The real gold that an Agency contract 
Eureka, Calif. puts into your pants pocket is the real 
oo Calif. measure of that contract. 
3 lif. 
ee a DURING 1924 THE RENEWAL 
Sedieanmaiin, tad. INCOME PAID MINNESOTA 
South Bend, Ind. MUTUAL AGENTS AVER- 
Springfield, gw AGES— 
oe thee ge Samm 1. For Agencies less than five years old 
Mason City, lowa ’ 
Pueblo, Colo. 2. For Agencies up to seven years old 
Denver, Colo. , 
Grand Rapids, Mich. 3. For Agencies over ten years old 
Cincinnati, Ohio , 
Crem Saggy REMEMBER THAT'S JUST | 
Springfield, Ohio RENEWALS!!!!! 
Nashville, Tenn. These men know how real gold | 
| Amarillo, Texas glitters—and they know it paid 
El Paso, Texas them to get and keep an Agency | 
Cheyenne, Wyo. contract that is right. 
Norfolk, Va. 
Richmond, Va. On Agency Matters Address 
Roanoke, Va. 
Yakima, Wash. oO. J. LACY | 
j Weastenes, Wash. 2nd Vice-President 
—— | 
ST. PAUL, MINNESOTA 
Now a $114,000,000 company 
hg * 
°. | 
i THE ROYAL UNION LIFE} 
? Des Moines, Iowa : 
j Str d P iv | 
. Paid to Policyholders— : 
Over—$19,000,000.00 , 
Insurance in Force— : 





INDIANAPOLIS, Jan. 7.—The State 
Life of Indianapolis has purchased for a 
home office site a full block frontage by 
one half block deep, facing on the Me- 
morial Plaza which is beine developed in 
the heart of Indianapolis. The site is 
located between Michigan and North 
streets, facing on Pennsylvania street, 
and is at present occupied by a city high 
school for which a new high school 
building is planned farther out. The 
property was purchased by the State 
Life from the city school board for 
$641,000 cash and the State Life will 
receive a 6 percent income on this 
amount for probably the next three 
years while the new high school is being 
built. By this purchase the State Life 
has secured a home office site which, in 
years to come, is certain to become noted 
as one of the most attractively situated 
in the country. 


No Definite Plans Yet Made 


Vice-President Charles F. Coffin of 
the State Life states that nothing defi- 
nite has been planned as yet for the 
building of the home office, but, as the 
property it has acquired is ample in 
size for developing a home office pro- 
gram that will amply house the com- 
pany for many years to come, a home 
office structure will be erected which 
will be in keeping with the needs of the 
company and its future expansion and 
which will be in harmony with the fine 
buildings that will be erected by the 
state on the Memorial Plaza, which will 
cover five city blocks and cost 
$10,000,000. 


Reserve Loan’s Building 


The Reserve Loan Life has already 
erected the first unit of its home office 
in the block immediately south of the 
block which has been acquired by the 
State Life. It is hoped by citizens of 
Indianapolis who realize what handsome 
buildings of this type will mean in years 
to come as related to the Plaza that 
other insurance companies will also ac- 
quire sites facing this project which is 
destined to be one of the famous mu- 
nicipal centers of America. 

Big Utilities Group 

Life insurance policies totaling more 
than $3,500,000 were given as Christmas 
gifts to 3,550 employes of the Midland 
Utilities Company and its operating sub- 
sidiaries in northern Indiana and west- 
ern Ohio. The employes are also given 
an opportunity to purchase additional 
insurance under the group insurance 
rate. Among the Midland subsidiaries 
included are the Northern Indiana Gas 
& Electric Company, Indiana Service 
Corporation, Gary Railways Company, 
West Ohio Gas Company and the Calu- 
met Gas & Electric Company. The 
Midland group insurance was written by 
the Aetna Life. 


Esther LaFeber 


Announcement has been made of the 
appointment of Miss Esther LaFeber as 
manager of the women’s department of 
the International Life’s Indiana agency. 
Miss LaFeber-for the last four years 
has served as cashier of the Indianap- 
olis agency, nd her appointment comes 
in the way of a promotion. The com- 
pany during the comping year is plan- 
ning to develop its various departments 
into thoroughgoing and efficiently oper- 
ated organizations. 


4 


Holding Managers’ Conference 


The annual managers’ conference of 
the Ohio National Life is being held at 
the home office in Cincinnati on Satur- 











day of this week. 





NEW FEATURE IS SEEN 





NEW YORK LIFE’S POLICIES 





No Fractional Premium Will Be De- 
ducted in Case of Death Claim 
on Policy 





A most interesting feature of the new 
policy contracts issued by the New York 
Life this week is the clause which states 
that if the premium is paid in semi-an- 
nual or quarterly instalments no deduc- 
tion from the sum insured will be made 
on account of any fractional premium 
not yet due to complete payment for the 
insurance year in which death occurred. 
This benefit will be also extended to all 
policies heretofore issued where the in- 
sured’s death occurs after Jan. 1, 1926. 

Explanations regarding the necessity 
of deducting premiums unpaid for the 
policy year in which the insured dies 
have always been the source of annoy- 
ance to companies. Beneficiaries invari- 
ably state that as all premiums to date 
of death had been paid there seems to be 
no reason why payment should not be 
made in full and explanations are always 
awkward. This step on the part of the 
New York Life is one that other com- 
panies will probably follow. 


BOOK VALUE AS THE BASIS 





Superintendent Beha of the New York 
Department Lays Down Rule on 
Subsidiary Company Stock 





In preparing their annual statements 
for the new year, Superintendent J. A. 
Beha of the New York insurance de- 
partment notifies companies owning 
subsidiary Corporations transacting like 
classes of business, that they will only 
be allowed credit in their assets for the 
book value of shares of such institutions. 
Book value will be arrived at by divid- 
ing the total number of a company’s 
shares into its combined capital and net 
surplus. No allowance must be made 
for equities in the reinsurance reserve, 
nor for the market quotation of the 
stock. 

During 1925 the New York law gov- 
erning stock ownership by one company 
of another, was amended to permit such 
ownership to the extent of not to ex- 
ceed 50 percent of the purchasing com- 
pany’s surplus. As the latter is a fluc- 
tuating item, and through stress of un- 
looked for happenings is liable to 


marked shrinkage, it behooves com- 
panies not to invest an undue per- 
centage of their funds in the stock 


of institutions of like character, else they 
face the probability of being compelled 
to surrender a portion of their holdings. 

When the change in the statute was 
first effected some managers labored 
under the impression that they would be 
able to take credit for such percentage 
of the reserve of the subsidiary ente: 
prise as the business might be reinsured 
for. Such distinctly is not the case. 
The department recognizes that such 
practice might easily materially weaken 
the resources of a company and give its 
assets an apparent strength not justified. 





Puts Out Commemorative Medallions 


More than 900 bronze medallions, 
commemorating the 75th anniversary of 
the Phoenix Mutual Life, were distrib- 
uted to the home office employes and 
— of the company as Christmas 
gifts. 

The medallions, which are intended 
for use as paper weights, are a little 
over three inches long and about two 
inches wide. On one side is the seal of 
the company and on the other is a myth- 
ical phoenix bird with spreading wings 
and the years of the company’s existence 
—1851 to 1926. 

The Phoenix Mutual in 1925 did 24 
percent more business than it did in 
1924, which was the biggest year in the 
company’s history. 
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_ BLACKBURN REPLIES TO MOIR IN 
MORTALITY TABLE CONTROVERSY 











—— 
ECRETARY THOMAS WW.) 
BLACKBURN of the American 


Life Convention has replied to the 
article sent out by President Henry 
Moir of the United States Life on the 
American Men table. Mr. Blackburn 
originally filed a brief with the special 
committee of the National Convention 
of Insurance Commissioners consider- 
ing the permissive use of the American 
Men table. Mr. Moir in a recent con- 
tribution to THE NATIONAL UNDERWRITER 
replied to this brief. Mr. Blackburn in 
turn replies to Mr. Moir as follows 


“Henry Moir of New York, w hose 
reputation and ability are very gener- 
ally and generously admitted, supplies 


the insurance press with a Scotchy com- 
nunication attacking my project against 
a change of mortality tables by per- 
missive legislation. Figuratively speak- 
ing, he lays me across his Caledonian 
knee and inflicts the form of exaspera- 
tion known in old-fashioned families as 
“mother’s relief from high tension.” | 
confess that mentally and tempera- 
mentally I have survived the outburst, 
though there is a sensation of weariness 
in some of my muscles. 


Excellent Authority for Statements 


“While I deplore the agitation of this 
question and dislike to contribute any- 
thing further to the controversy, I be- 
lieve 1 am justified in reminding my 
temporary adversary that I have excel- 
lent authority for several of the objec- 
tions I submitted to the special com- 
mittee of the commissioners. It hap- 
pens that Mr. Moir himself supplied me 
with a part of the ammunition he now 
calls ‘hullabaloo’ and ‘smoke screen.’ 

“I would like to correct some of the 
statements made in Mr. Moir’s article. 
There no ‘misinformation’ conveyed 
in my protest. I did not call the Ameri- 


is 


What Does your Shingle ‘say 


but did 


can Experience table ‘archaic,’ 
and 


say Mr. Corcoran used the term 


suggested that if he proposed to elim- | 


inate that table I thought I might offer 
some remarks in its favor. The ques- 
tion of a permissive table is the only 
issue I considered. 

Create Double Standard 


is 


“The table is not out of date but 


} tant 


in use wherever regular legal reserve 
contracts are written and no one has 
yet had the temerity to suggest that | 


all the business now in force using that 
table should be revalued on the Ameri- 
can Men table. It appears to me yet 
that a ‘permissive table’ 
double standard in two senses of the 
term. The company using it for new 
business would be valuing new business 
on one basis and old business on an- 
other. The state which permits new 
business of one company to be valued 


would create a | 


on the permissive table and all business | 


America Experience 
be recognizing a 


of another on the 
table would certainly 
double standard. 


Parallel Is Drawn 


“Mr. Moir admits that the permissive 
table sought for competitive pur- 
poses. It goes without argument that 
companies not conforming to such table 
would be at a disadvantage if the per- 
missive table would result reduction 
of premiums. 

“Now let me draw the deadly parallel. 
I quote from Mr. Moir in 1919, when 
he was president of the Actuarial So- 


is 


in 


ciety of America, and on the right from 
my protest: 
MOIR 

The adoption of the new table would 
probably have no effect at all as to cost 
of insurance to the public If it did 
have any effect it would make the cost 

= 


| 


| if 


| States 


| duce 


little, 





There would be 
in premium rates. 
requirements in 
are such that any change in the 
reserve basis would affect the whole 
situation so greatly that we would need 
a revision of the insurance laws. It 
would not be sufficient merely to intro- 
this table as a basis for reserves 
the insurance code in the state 
consideration were revised. 
important point I wish to empha- 
which Mr. Rhodes brought 
if ever any new table 
is adopted, apart altogether from this 
one, complete revision of the insurance 
codes of each state would be necessary 
prior to adoption. It is very impor- 
that this should be made clear in 
discussion. In 1915 Mr. Welch could 
not convince us it was necessary to wait 
five years. If he could have told us in 
advance that the influenza epidemic was 
coming along most of us would have 
agreed with him. 


a little greater. 
any, change 


The statutory many 


unless 
under 

The 
size is that 
out. It is that 


our 


BLACKBURN 


to be safe and the 
knows that companies transacting busi- 
ness on the American Experience Table 
are on an absolutely safe basis of valua- 
tion. * * *The best that can be said 
is that premiums may be slightly re- 
duced for the younger ages already low 


It is wise world 


sanctioning a 
and tedious 
the legisla- 
the valua- 


secure legislation 
change will mean a long 
course of procedure whether 


tures shall be asked to make 


tion permissive or exclusive 

There is no insistent demand for a 
change of mortality tables. The benefits 
of a permissive table would inure to the 
competitive advantage of a very small 
number of non par companies 

The American Experience Table is the 
standard recognized in every life insur- 
ance code in the Union and as an arbi- 
trary test of solvency is accepted and 
used by both departments and the com- 
panies almost universally. 


would mean a 
and would 


legislation 
of valuation 


Permissive 
double standard 


be used in field competition much as the 
old issues of preliminary term and full 
reserve now happily eliminated 

Why should a pre-war table be 
adopted nearly seven years after the 
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banker and the 


territory it serves. 


connection, 
for information. 








HAT you are one of the 
town’s substantial business 
men, banking the clearings of 
your business locally? 


Or are you merely an agent 
for the Money Centers of the 


Representatives of the Farmers 
and Bankers Life deposit their 
premiums with Be local 


makes its investments in the 


Why not make this sort of a 
at least write us 


9 


gathering together 
war and flu period? 


without 
the 


Armistice 
data for 


Quotes from Arthur Hunter 


“In the same discussion in 1919 (see 
Transactions XX) Mr. Hunter says: ‘I 
thoroughly agree with those who have 
pointed out that no company should use 
the new table as a basis for premiums 
or for distribution of surplus until its 
own experience has been tested, because 
as a number of companies contributing 


their data to the investigation had a 
lower mortality than the A. M. Table, 
therefore, others must have had a 


higher mortality in order to obtain the 
average. The forthcoming report (Vol. 


Il) on the mortality in different parts 
of the United States will show a dis- 
tinctly higher mortality in some of the 


Southern states than the average of the 
whole country.’ 


Statement from Protest 


a similar state- 


is 


“In my protest I make 
follows: ‘If 


ment as it an average 
table it follows that a part of the com- 
panies experienced a higher rate of 
mortality than the table indication and 


such companies would be handicapped 
in the event of its adoption.’ 

“In my oral discussion I called atten- 
tion to the situation of a company in 
one of the states which ‘shows a dis- 
tinctly higher mortality’ than the aver- 
age whose business was confined to 
such state, as a further argument for 
the American Experience table which 
has been shown safe in such states. 

Says Rate Changes Will Follow 

“Mr. Moir says he has heard no 
authoritative suggestion that the pre- 
mium would be increased at the older 
ages if the American Men table were 
used If he will refer to the same 
volume mentioned above he will find 
Mr. Morris of the Travelers saying, ‘In 
my judgment the new table, whether 


adopted as the basis of valuation or not, 


must result in a reduction of premiums 
or cost at the younger ages and a corre- 
sponding increase at the older ages of 
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an-American Life 


Producers Club 


Within the last thirty days more than 200 of 
our best producers have qualified for mem- 
bership in our Producers Club which entitles 
them to special privileges in connection with 
our Sales Planning Department. 


One particular service offered by our Sales 
Planning Department is circularizing for 
insurance prospects with certain guaranteed 
results as to number of leads actually sup- 


plied and commissions earned. 


This is only one of the many attractive fea- 
tures the Pan-American offers its field rep- 


resentatives. 


Pan-American service also includes— 


Educational Course 


Unexcelled low-cost Life Policies 
Sub-standard Policies for Under-average Lives 


Lives 


Child’s Educational Endowment 
Group Insurance 


All Forms of Accident and Health Insurance 





We have a few general agency openings for men 
who are not at present attached. 


Address 
E. G. SIMMONS 


Vice-President and General Manager 


N-AMERICAN LiF 
NSURANCE CO. 


NEW ORLEANS, JU. S. A. 


Crawford H. Ellis, President 

















issue.’ This eminent actuary also agreed 
with Mr. Hunter that ‘the American 
Men table would not provide for high 
enough mortality in some companies, 
many of which would be the younger 
companies.’ 

Quotes H, I. B. Rice 


“H. I. B. Rice in the same ‘Transac- 
tions’ says, speaking of the effect of the 
new table on premium rates, “Then it is 
obvious that the gross premium rate at 
older ages at issue would be consider- 
ably higher, and at the younger ages at 
issue somewhat lower, than the Ameri- 
can table. This would not be undesir- 
able in a mutual company.’ 

“This same gentleman agrees with my 
view that there is great danger to the 
business in going to the legislatures for 
the enactment of a new valuation pro- 
vision and says, “The last period of gen- 
eral changes followed the Armstrong 
investigation of 1905 and probably only 
those who had an active share during 
that period in trying to prevent igno- 
rant, vicious and destructive laws and 
in establishing salutary laws can fully 
appreciate the dangers incident to any 
fundamental changes: in the insurance 
laws of our various states. But we all 
have enough knowledge of the facts to 
be wary of bringing highly technical 
matters before legislative assemblies.’ 


Fought for Preliminary Term 


“Some of your readers will recall that 
the American Life Convention fought 
for 16 years to secure general recogni- 
tion of the preliminary term method of 
valuation. They will appreciate the rea- 
son why I expressed opposition to the 
idea of entering upon another long fight 
over a highly technical and academic 
question of tables of mortality. 

“Percy Evans, president of the Amer- 
ican Institute of Actuaries, after a very 
intelligent and concise review of the 
conditions existing in the business, says, 
‘The substitution of a new table that is 
not a maximum but a mean of experi- 
ence will inevitably throw the whole 
existing system to the ground in con- 
fusion.’ 


Says Table Would Be Unfair 


“He closes his remarks in this discus- 
sion with the following very significant 
and to my mind, paramount fact: ‘The 
general adoption of the new table would 
be unfair to companies operating in 
certain localities where the business will 
probably continue to show mortality in 
excess of the general average reflected 
in the new table.’ 

“T. B. Macaulay, the well known 
Canadian actuary, says, ‘We talk as 
though this (table) fairly represents the 
experience up to date of the American 
and Canadian companies and yet this 
is not the case. It was experience for 
a favorable time and for that only and 
we all know that if it had been con- 
tinued for a little while longer the table 
would have been entirely different, for 
war and influenza would then have to 
be reckoned with. It is not a correct 
statement of the mortality among 
American and Canadian companies up 
to date, and as we have no right to 
assume that things which have hap- 
pened in the past will not happen in the 
future, we cannot, I think, take any 
such table, applying only to a favored 
period of time, as being a correct index 
of what the future is to be.’ 


Opinions Expressed in 1919 


“Farther along in his argument he 
says, ‘To convince policyholders or any 
man who can think outside of mathe- 
matical formulae that this saving in 
death claims calls for higher reserves 
and smaller distribution of surplus will, 
I think, be a very difficult task.’ 

“Were Mr. Moir and the other emi- 
nent actuaries, whose opinions I have 
quoted, engaged in a ‘hullabaloo,’ and 
creating ‘just a smoke screen’ when they 
deliberately expressed these views after 
giving the proposed American Men’s 
table the study and consideration in 
1919? Backed by these distinguished 
representatives of the mathematics of 
life insurance I somehow think I dealt 
‘with an actuarial subject in a semi- 





scientific way’ without conveying any 
‘misinformation.’ 


Says Position Is Changed 


“Mr. Moir thinks the American Ex- 
perience table ‘is completely out of date’ 
and personally thinks ‘it should be aban- 
doned instanter,’ but he says ‘a _per- 
missive use of the American Men's 
table would probably bring about a 
gradual change which would not hurt 
any one.’ This was not Mr. Moir’s 
view in 1919 when he repeatedly stated 
for the first and only time, so far as | 
recollect, he agreed with his contem- 
porary in eminence as an actuary, E. E. 
Rhodes, in the statement that ‘complete 
revision of the codes of each state 
would be necessary prior to adoption 
(of a new table). It is very important 
that this should be made clear in our 
discussion.’ Happily I agreed with Mr. 
Moir and Mr. Rhodes in 1919 and have 
not changed my attitude either as 
‘lawyer’ or ‘semi-scientist’ since. To 
my mind any provision of law, depart- 
mental ruling or company practice 
which is permitted and excused solely 
upon the ground of competitive neces- 
sity is fundamentally wrong. 


Points Out Competition 


“Mr. Moir seems now to hold that 
the actuaries of the large mutual com- 
panies opposing the new table are only 
pretending when ‘they solemnly preach 
their great concern for the welfare of 
the smaller non-participating compa- 
nies.’ Apparently it is his opinion that 
they can and do make a ‘net cost’ lower 
than the American Experience which 
he says the non-participating compa- 
nies must meet and without the Ameri- 
can Men’s table the ‘smaller non-par- 
ticipating companies’ would be power- 
less to meet ‘some real “cut-throat” 
competition because one or two large 
and wealthy non-participating compa- 
nies coukl almost afford to reduce their 
premium rates despite the present law.’ 


Competition Should Not Be Destructive 


“This business of life insurance is not 
naturally or properly a competing com- 
mercial enterprise and no company, 
large or small, has any right to utilize 
its fortunate position to wreck or 
threaten the success of competitors. It 
is wrong for any company, large or 
small, to engage in any practice which 
is a menace to the great American in- 
stitution of life insurance. A company 
which is so grasping and avaricious that 
it wants more than a decent share of 
the business of the country and to 
secure it will engage in methods that 
may wreck competitors, large or small, 
is not only unwise but wicked. 


Commercial Selfishness Out of Place 


“In this great business of cooperative 
beneficence, where the _ policyholders 
furnish the capital for conducting its 
affairs, whether stock or mutual in plan, 
the selfishness of purely commercial 
undertakings has no place. A cut rate 
policy of life insurance is an inexcusable 
anomaly. There can be no such thing 
in fact and any form of policy pretend- 
ing to appeal to the bargain counter 
sentiment should not be approved by 
the supervising authorities. The pad- 
ding of dividends for competitive a 
poses is wholly improper. A so-called 
dividend paid when it is not earned, or 
voted before it is earned, deserves the 
disapproval of fair-minded executives 
and departments. 


Sees Danger in Tendencies 


“This craze for bigness, this strife for 
volume, this indifference to life insur- 
ance ethics, and these schemes for over- 
reaching competition, ought to be con- 
demned. Perhaps it might be well for 
life insurance executives of both stock 
and mutual companies to emulate the 
example of the National Association of 
Life Underwriters and unite upon a sys- 
tem of canons of ethics for companies 
and company management. Also that 
the actuaries get together some way and 
consent that attacks upon the American 
Experience Table of Mortality be taboo. 
at least until they can agree upon 4 
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new basis of valuation which shall be 

safe for all and a hindrance to none. 
“Safety for each, safety for all and 

safety everywhere, should be our motto. 


Attitude of Commissioners 


“The commissioners, Mr. Moir to the 
contrary, never requested that ‘the 
American Men table be formed for the 
having it used.’ 


express purpose of it 
They have never asked why it is not 
used. The commissioners today are not 


asking that it be adopted and a vote for 
and against the substitution, permissive 
or exclusive, would be overwhelmingly 
in favor of the American Experience 
table and against the other table—for 
the very reason stated by me in the first 
paragraph of the protest filed with the 
committee. 
Position of Actuaries 





“It is interesting to know what actu- 
aries thought of the new table in 1919. 
Evidently at that time the most eminent 
men in the profession were giving the 
same reason for standing by the Ameri- 
can Experience table that I gave in my 


protest. Fortunately for me there are a 
goodly number of capable and well 
known actuaries on my side _ today: 


Messrs. Rhodes, Mead, Buttolph, Wash- 
burne, Maclean, Allison, Stookey, Owen, 
Larsen, Cavanaugh and others, not to 
refer to opinions privately expressed to 
me by several of the best known actu- 
aries, not named, both company and de- 
partment men. For these and other 
reasons I am disposed to adhere to the 
position taken before the commissioners 
committee.” 


HENRY MOIR’S COMMENT 
Henry Moir, president of the United 
States Life, makes the following com- 
ment on Mr. Blackburn’s statement: 
“Mr. Blackburn has been good enough 
to send me a copy of his remarks, which 
I have read with interest. I appreciate 
the writer’s sincerity and courtesy, al- 
though I cannot agree with him and 
still think there is much ‘smoke screen.’ 
“In 1919 the American Men table was 
new to all of us. We had just suffered 
from the war. We did not know 
whether the influenza epidemic was over 
or was merely suspended. The remarks 
made and now quoted by Mr. Blackburn 
were natural and proper to the time and 
circumstances. Given similar conditions 
and actuaries would probably make the 


same statements again. 
Conditions Have Changed 
“But six years have elapsed since 


those quotations were appropriate and 
10 years have gone by since the Amer- 
ican Men statistics closed. These 10 
years, which included the war and in- 
fluenza periods, have proved the ade- 
quacy of the American Men Ultimate 
table. This controlling condition nul- 
lifes most of Mr. Blackburn’s further 
argument. 

“Moreover, in 1919 we were discussing 
the compulsory use of the American 
Men table, which would necessitate a 
rather complete revision of such statutes 
as those of New York. The permissive 
use of the table, since suggested, has 
quite a different effect. 

‘I do not wish to be drawn further 
into this controversy. Time is a great 
healer and we can await developments 
and the change of sentiment which is 
likely to take place.” 


Arrange for Sales Training 


The Continental Casualty and Conti- 
nental Assurance will start their evening 
sales training course in life, accident and 
health insurance Jan. 11. The course 
will be given at the Continental’s home 
office, 910 South Michigan avenue, Chi- 
cago. It will cover (1) functions of life 
imsurance, (2) principles of Continental 


policy contracts, and (3) methods of 
Bune Instruction will be given by 
Roy Davis, director of sales training, 


eon by members of the home office 
Staff. There will be three sessions held 
weekly from 6 to 8:15 p. m. on Monday, 
Tuesday and Thursday evenings. 





LIFE INSURANCE EDITION 


Signal Mess Paid 
to Darby A. Day by 
the Mutual Life 


IGNAL honor was done Darby A. 

Day, 
Life of New York in Chicago, by an 
appreciation sent him signed by all the 
executive officers, the work being done 
in letters of gold on parchment, this be- 
ing bound in elegant leather, delicate 
gold trimmings, surmounted by a beau- 
tiful monogram. The manuscript reads: 

The Mutual Life of New York has re- 
gretfully accepted your resignation from 
the management of its Chicago agency, 
after a quarter of a century of loyal, 
efficient service in its behalf, in which 
you have made a record unique in the 
annals of life insurance. 

You have been an influence of power in 
furthering the advance of this medium 
of service to men and women of Amer- 
ica. No one can know—not even you 
yourself—the good your service has 
given to life insurance and to individ- 
uals but the figures of that record over 
twenty-five years are striking, and show 
in part what you have accomplished. 

. . > 


1901 you came with the 
company—your powers unknown, but 
your ability in organization work grew 
and became more and more apparent. 
In 1911 you became the company’s man- 


In the year 


retiring manager of the Mutual | 





ager in Chicago. When 
managership there the 
ing a volume of $5,000,000 a 
annual production increased 
year until Chicago produced yearly a 
volume of $40,000,000. The company and 
the life insurance fraternity well know 
what this accomplishment means in ef- 
fort, thought, devotion and effect, 
figures can not show the unseen service 
that made these great results possible 

With regret we see you leave the 
agency corps of the Mutual Life. With 
thanks for your service, in admiration 
of those qualities which have brought 
you success, we regretfully accept the 
breaking of the business tie between you 
and this company. We hope that the 
life now before you will give 
faction in all ways. 

We send you our good will and 
wishes that the future will bring you 
peace, contentment and happiness ever 
increasing and mellowing in the coming 
and the passing of the years. 

In testimony of our respect, and re- 
gard, and good will, as here expressed, 
we, comprising the official staff of the 
Mutual! Life, subscribe our names: 

Charles A, Peabody, 

President, 
W. H. Truesdale, 
Vice-President. 
Granville M. White, 
Second Vice-President 

James Timpson, 

Second Vice-President 
Manager, 


you 
agency was writ- 
year. This 
year after 


our 


and Financial 


assumed 


but 
| 


| 
| 


you satis- | 


G. C. Turner, 
Treasurer. 
William Frederick 
Secretary. 
Frederick L. Allen, 
General Counsel 
George K. Sargent, 
Acting Manager 
George T. Dexter, 
Second Vice-President 
Wm. A. Hutcheson, 
Second Vice-President 
William L. Simrell, 
Secretary. 
George C. Keefer, 
Comptroller. 
William Shields, 
Manager Real Estate 
Walter 8S. Sullivan, 
Purchasing Agent. 


Dix, 


of Agencies, 


and Actuary 


Department 


Plans of Union Labor Life 
Leaders in the organization of the new 
Union Labor Life met in Washington 
again last week to further perfect de- 
tails ot organization. The sale of stock 
of the company ts going on apace. 
Matthew Woll, vice-president of the 
American Federation of Labor, has 
been elected president of the new com- 
pany. Other officers are to be elected 
soon. Then will come the appointments 
of the various heads of departments, in- 
cluding the actuary, medical director, 
sales director, It is expected to start 
writing business before the end of the 
month, 


etc 
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Good Territory 
Open in These 


irginia 
entucky 
orth Carolina 


THE 


With the multiple lines—Life, Accident and 
Health and Automobile Accident Insurance 
—our agents are equipped to meet any 
insurance situation. 


PROVIDENT 


LIFE AND ACCIDENT INSURANCE CO. 
OF CHATTANOOGA, TENNESSEE 
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THE SOUTHERN STATES LIFE 


INSURANCE COMPANY 
ATLANTA, GEORGIA 























HE Southern States Life,organ- 
ized in 1906, has an enviable 
record—20 years of honorable and 
successful relations with agent 
and policyholder. 


During this time the company has 
been cultivating and serving well 
its field—Dixie. 


Today there is opportunity in 
Dixie—the South is awaking in- 
dustrially. To men who are un- 
attached and to new men the 
Southern States has an attractive 


proposition. ' 


— Wilmer L. Moore, 
PRESIDENT 




















LINCOLN COMPANIES 
ARE FORGING AHEAD 


Fine Gains Were Made in All 
The Offices During the 
Year 








GOOD PROSPECTS AHEAD 





Lapse Ratio Has Been Cut Down in 
Most Instances and Business 
Is Satisfactory 





LINCOLN, NEB., Jan. 7.—Lincoln 
life companies all report a satisfactory 
increase in business for 1925 as com- 
pared with 1924, ranging 10 per cent to 
over nine times as much. Agents of 
other companies located in the city es- 
timate that the new business put on the 
books for the state as a whole will 
range above 20 per cent. 

The Bankers Life of Lincoln put on 
its books $15,300,000 of  paid-for 
business, an increase of $1,500,000 
over the previous year. Lapsation was 
much less than has been the rule for 
the last two or three years, and mor- 
tality is also lower, reports J. R. Gar- 
mire, in charge of the agency organiza- 
tion. Mr. Garmire says that in the last 
two or three months the company has 
been branching out and developing 
better agency organization, and that 
this gives assurance of a much better 
increase in business during 1926. 


Security Mutual Record 














Carbon Monoxide Gas 
Is There a Duty for Insurance Men? 


You and we, as fellow underwriters, know that 
CARBON MONOXIDE GAS is a frequent cause 
of fatalities. We are reminded of it especially at 
this time of the year. 


This gas is a product of combustion from either 
stationary or automotive gasoline engines. It is 
invisible, odorless, tasteless, and non-irritant. To 
inhale a seemingly negligible quantity means almost 
immediate loss of life. 


Knowing this, it is clearly our duty to warn the 
owners of cars not to run their engines when garage 
doors or windows are closed. 


Join us in this work of safeguarding life. Tell 
every insured that the only sure protection against 
CARBON MONOXIDE GAS is fresh air and ample 


ventilation. 





This is a duty and it is yours as well as ours. 





This appeal is for the furtherance of the CARBON 
MONOXIDE WARNING, verbally or otherwise, to 
the General Public. 


LIFE INSURANCE COMPA 
oF BOSTON, MASSACHUSETTS 





The Security Mutual figures are not 
yet complete, but Oak E. Davis, general 
manager, says it will go over the six 
million mark that the organization was 
shooting at. This is over a half-million 
better than the previous year. Lapsa- 
tion figures are getting lower, as the 
times stabilize, and mortality is also a 
little less.) The company has laid plans 
for a bigger writing this year than 
ever before. Two new methods are to 
be tried out that Mr. Davis feels cer- 
tain will result in better production, 
more full-time men are now in the or- 
ganization, and with business conditions 
continuing as now, the outlook is Very 
encouraging. 

Midwest Life’s Figures 


The Midwest Life reports $3,400,000 
new business put on the books for 1925, 
as compared with $2,600,000 in 1924, 
The additions in 1924 were actually $4,- 
800,000, but this included the business 
of the Lincoln Life, taken over that 
year. Terminations during the year were 
$2,460,000, as compared with $2,700,000 
the previous year. Mortality runs a 
little higher, says Miss Nell B. Drake, 
actuary. Prospects for the year are 
much better than in 1925. The com- 
pany is going on the agency basis, and 
has done considerable reorganization to 
the end of getting better production re- 
sults. The excellent business condi- 
tions that prevail are also looked upon 
as insuring increased business for 1926. 


Liberty Life’s Year 


The Liberty Life added $5,500,000 of 
new business for 1925, about $2,500,000 
more than for 1924, The lapsation 
has been about the same, with mortality 
a bit heavier. Secretary Albin is con- 
fident that with the business conditions 
basically good, as they now are, with 
the better organization of producing 
agencies, with money as easy as it is 
fairly certain to be the greater part of 
the year, with the confidence that good 
times are going to remain, a much bet- 
ter showing will be made the current 


year. 
The Old Line Life wrote about $12,- 
000,000 during the year. President J. G. 


because of the number of states in which 
the company does business, but on the 
basis of a little over $11,000,000 on 
Nov. 1, he feels that $12,000,000 is a 
conservative estimate. Lapsations are 
smaller, and mortality about the same. 
The fact that fewer policyholders are 
dropping out is regarded by Col. Maher 
as an excellent sign of the times. Men 
are better paid and are paying better. 
The banks are well supplied with money 
and unemployment is unusually small. 
He thinks that the current year will 
be better than last year, and that ihe 
present. prosperity will continue for an 
indefinite term. 
American Old Line 


The American Old Line, says M. D. 
Hatch, president, had the biggest year 
of its history. It has been writing life 
policies for only about three and a half 
years. In 1925 new business put on the 
books totaled $11,300,000, or more than 
double that of 1924. This gives the 
company a total of about seventeen mil- 
lions in force. Lapsation was low 
about 21 per cent, while mortality was 
about 25% per cent. Mr. Hatch is highly 
pleased with the character of the agency 
organization, and looks for better results 
during 1926. 


Service Life 


The Service Life, one of the newer 
companies, wrote $2,900,000, reports 
Secretary B. R. Bays, as compared with 
$3,000,000 for 1924. The company’s ex- 
perience has been too short to make any 
comparisons on lapsation and mortality. 
With the excellent organization for pro- 
duction of business, Mr. Bays looks for 
a bigger year in 1926. 


FORESEES GREAT PROSPERITY 





William A. Law, President Penn Mu- 
tual, Anticipates Tremendous Devel- 
opment in the Present Year 





PHILADELPHIA, Jan. 6.—William 
A. Law, president of the Penn Mutual 
Life Insurance Company, has this to 
say regarding the outlook on the New 
Year and the prosperity of 1925: 
“American business men have not for- 
gotten the lessons of 1921 and 1922; 
hence reduced retail stocks of merchan- 
dise and light future commitments. In- 
creased railroad efficiency makes this 
possible. Hand to mouth buying shifts 
the burden of larger inventories to the 
shoulders of manufacturers and whole- 
salers. Finance companies have entered 
new fields, creating extraordinary facili- 
ties for stimulating instalment sales. 
“The past year has been a record- 
breaking year measured by the yard- 
sticks of money supply, new paid for 
life insurance, bank checks cleared, 
highways built, automobiles sold, elec- 
tric kilowatt hours consumed, freight 
cars loaded, securities distributed, build- 
ings constructed, purchasing power of 
American people greatly increased and 
higher scale of living established. Tax 
reform, government conservatism, rail- 
road progress, steel strength and bank- 
ing soundness all constitute a firm foun- 
dation on which the prosperity of 1926 
may be erected. Will this period of 
unparalleled prosperity produce a dete- 
rioration of national character, or will 
these exceptional opportunities be used 
for the service of humanity?” 


Northwestern Mutual Convention Plans 


Agents of the Northwestern Mutual 
Life throughout the country are advised 
to make early plans for attendance at 
the annual meeting of the association of 
agents of the company at the home 
office, July 26-28. Although the meeting 
is nearly six months away, preparations 
will be made early in February for all 
arrangements in connection with the 
meeting. 

The coming meeting is the 50th an- 
nual session of the agents’ association, 
and hence the golden anniversary of this 
organization, which ranks among the 
oldest company associations in the 





Maher has not yet totaled the returns 


country. 
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COMPANIES FAVOR THE 


NON-MEDICAL METHOD | 





Those That Have Tried the Plan 
See Many Advantages in Its 
Behalf 





COUNTRY AGENTS FOR IT 


Say That Much Better Service Can Be 
Given to Policyholders by 
This Plan 





The life companies have had sufficient 
experience with the non-medical plan 
now to make some observations and to 
draw deductions. It is safe to say that 
those companies that have adopted the 
plan are not ready to abandon it. While 
some are not enthusiastic over it, others 
feel that it has proved a success, par- 
ticularly in the rural communities. 
Where a company has large farm 
business it has found that it can give 
a much better service than heretofore. 
The difficulty today in a sparsely settled 
territory is to get medical examinations 
made by competent men. 

Much Time Is Lost 


a 


Agents complain of the fact that much 
time is required in getting their pros- 
pects to headquarters to have the exami- 
nation made or a doctor has to drive a 
long way to make the examination. 





| 


Therefore, a non-medical service is ap- | 


preciated by the country agent. The 
city solicitors do not bank so much on 
it. Now and then they find that it is 
an advantage to have the non-medical 
plan, but as a rule they bring up the 
subject of medical examination as part 
of the service. The city man appre- 
ciates the fact that it is worth some- 
thing to have a medical examination 
The Canadian companies adopted the 
non-medical plan during the war because 
it seemed impossible to get medical ex- 
aminations made, as many of the 
doctors had gone into the war service. 
Dr. Jaquith’s Views 

Dr. Walter A. Jaquith, vice-president 
and medical director of the National 
Life, U. S. A., in commenting on the 
experience of his company in this line 
said recently that so far as he could 
see the introduction of this service had 
been of benefit. He believes that much 
depends on the agent who is permitted 
to write the business. Dr. Jaquith feels 
that the non-medical plan will be suc- 
cessful if proper restrictions are placed 
about it. If a company has confidence 


so 


in the agents who are producing this | 


business and feels that they are reli- 
able and can be trusted, he feels that 
the company runs but little risk in writ- 
ing it. Dr. Jaquith said that undoubtedly 
the country agents appreciate a service 
of this kind. It is getting to be more 
and more difficult to get medical exam- 
iners in rural districts. He has not found 
that medical men who make examina- 
tions are prejudiced against companies 
that are giving this service. 
Will Not Increase Mortality 


Dr. Jaquith does not believe that non- | 


medical business will show any higher 
mortality than the other. The blanks 


adopted by the companies are very com- | 


prehensive and with the service of the 
inspection companies and the impair- 


ment cards, he does not believe that verv | 


much fraud will be practiced. There 
certainly is great economy in the plan, 
both in the saving of medical examina- 
tion fees and the work at companv head- 
quarters. Agents in the rural districts 
appreciate that much time can be saved 
through this method. The conscientious 
agent will be very careful in filling out 
the blanks because he does not want his 
company to take the privilege away from 


him. If he thinks that the non-medical 
method is one that will assist him, he 
does not want the service recalled. 


Some Medical Examinations Asked 


In the busy seasons particularly, 
farmers have not the time to go to town 
to be examined, nor do they want to 
take the time for a physician to go to 
their home to do the work. 

Now and then the application blank 
shows the necessity of having a medical 
examination made. Every once in a 
while an applicant is peeved because he 
has to take the examination, although in 
the blank he specifically gives the com- 
pany the privilege to have one made. 
The agent therefore needs to pave the 
way in case an examination has to be 
made, so that his prospect will not be 
in a bitter mood if the company orders 
an examination. The main reasons for 
calling for an examination are answers 
showing a previous ailment whose ef- 
fects may still be felt. 


Penn Mutual’s Meeting 
Nearly a thousand policyholders of 
the Penn Mutual Life of Philadelphia 
attended its annual meeting this week 
when nine trustees whose term of office 
expired were reelected. The board of 
trustees will meet within a few days 


when it is anticipated the present offi- 


cial staff will be rechosen. 
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“When 


enter additional states. 


tion with us. 


development program in existence 


ment. 


AVE you ever 
made ineffective by the suspicion that your man was not a good pros- 
pect after all? Or have you, perhaps, devoted an hour or two of intense 
effort to a man—only to find that he is impossible physically, morally 
or financially? 

The agent working under the American Central Plan does not have this expe- 
rience because he operates with the Surveyed Prospect Card. 


This is a part of the Plan. The pre-selection of prospects, the pre-approach, the 
canvass, control of the interview, close, the handling of notes, and a definite resale 
campaign are all parts of this Plan by which successful agents are profession- 
alizing their insurance work and their insurance service. 


We are now operating in twenty-three states, and under certain conditions will 


of operation will be given gladly to any one interested in considering a connec- 





Perhaps the most comprehensive field 


One phase is described in this advertise- 


is a Prospect?” 


had the full force of your presentation dampened and 


Details of the American Central Plan and our methods 
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Another Big Life Insurance Year 


From advance figures that are coming 
in from life insurance companies it is 
seen that 1925 can be set down as an- 
other big year in life insurance produc- 
tion. Life companies have been won- 
dering whether the normal stride has 
been established and from now on there 
will be only the natural yearly incre- 
ment. New business has been coming in 
remarkably well. The country after all 
is in a prosperous condition. Financial 
and commercial conditions are improved. 
Some tremendous increases have been 
made in new business during the year. 
Group insurance, salary deduction, 
monthly payment and other plans have 


been inaugurated, all of which have 
stimulated business with some com- 
panies. 


The PxHorentx Mutua in comment- 
ing on business conditions as relating to 
life insurance says: 

“The tide of business is coming in, 
bringing with it the realization of profits, 
and confidence in the future, to say 
nothing of easier sales for the life in- 
surance man. Instead of struggling 
against the tide of slack business and 
the inertia of an unresponsive public, he 
will, with just his usual effort, be able 
to bring in a heavier cargo of life insur- 
ance contracts. 

“Prosperity has continued at a high 
level for several months now, and ac- 
cording to various economists and prom- 


inent business men in different parts of 
the country and in different industries 
this prosperity will hold for several 
months. The outstanding reasons for 
this confidence are the agricultural sit- 
uation, the increase in the steel business, 
the growing co-operation between capi- 
tal and labor, the large number of small 
investors, the desire to possess, which is 
stronger than ever in all Americans, and 
other factors such as the operation of 
the federal reserve board, the absence of 
rising prices, conservative buying, and 
reduction of taxes. 

“Both the automobile and the build- 
ing industries have been unusually ac- 
tive for this time of year. The normal 
spring increase will bring prosperity in 
these two important lines and with it 
good business in many lines dependent 
on and closely connected with them. 
An indication of the generally satisfac- 
tory state of affairs is the activity of 
the manufacturers of factory equipment, 
showing in the clearest possible way 
that manufacturers are confident of 
continued active business. The rail- 
roads are expected to contribute to 
prosperity in increasing amounts with 
the new  three-cylinder locomotive, 
which has proved to be practicable. It 
will bring further economies to the rail- 
roads and increase business all around. 

“The tide of business is now coming 
in. 


Need for Consistent Work 


Tue main difficulty that agency mana- 
gers have is to get their men geared up 
to that point where they will not be satis- 
fied unless they are working steadily and 
consistently. The agent who is determined 
to work a definite number of hours a 
day and to see seriously a certain num- 
ber of people, will succeed in spite of 
any handicap he may have. Really the 
greatest quality for the average life 
agent to possess is industry. 

There is a feeling of satisfaction in 
realizing that one has accomplished some 
definite thing each day. The bane of 
the existence of life agents is the influence 
of procrastination. There is always the 
temptation to loaf or to defer doing real 
work. If any agent can establish a daily 
habit of industry and force himself into 
systematic effort and activity, he need 


Best Time 


THE best time to sell is when people are 
buying. When money is easy and pros- 
perity is abroad, the people at large are 


not worry about his future. There is a 
fine glow in achievement. A man who 
goes along day after day and does not 
accomplish anything becomes discouraged 
and rusty. He finds it hard to pick up 
the scattered threads and get into the 
habit of work. The man who is continu- 
ously at it does not have to break him- 
self in again. His machinery is always 
bright and burnished. 

Many companies have an “App-a-Week 
Club.” These organizations are formed 
just to set a goal at which an agent can 
strive. Some are not satisfied with an 
application a week, but put two appli- 
cations a week as the target at which to 
shoot. The big thing is to get one’s self 
into a fixed habit of industry and work 
along constructive lines. The rest will 
be easy. 


for Selling 


making purchases. In other words when 
the fish are biting is the best time to go 
on a fishing trip. 





Hiram C. Crouse, an 
Union Central at Cincinnati, 
cently at the age of 63. 
long career in journalism, having been 
the publisher of the Findlay “Republi- 
can,” and later, of the Toledo “Times” 
and the Toledo “News Bee.” He had 
served in recent years as Cincinnati 
correspondent of an insurance paper. 

He was a close friend of President 
McKinley at whose request he was 
made chairman of the Ohio state Repub- 
lican committee during the presidential 
campaign of 1896. Mr. 
three grown children, two of whom are 
in New York while the other is the wife 
of Charles E. Wilson of Lincoln, Neb., 
state manager of the Illinois Bankers 
Life. 


agent of the | 
died re- | 
He has had a | 


Crouse leaves | 


Maj. R. W. Corbett, 73, district super- | 


visor for the Old Line Life of Milwau- | 
of the National | 


kee and former treasurer 
Soldiers’ Home, died at his home there 
last week after suffering a heart attack. 


He was associated with the Old Line | 
Life from 1915 until his death. Prior to | 


that he was treasurer at the Soldiers’ 
Home for 25 years. 


Charles F. Henry, ; general agent of the 
Aetna Life at Marietta, O., reports the 
use of a unique window display during 
the Christmas holiday season. In the 
center of an appropriately decorated 
window, 
candle, 
was four inches in diameter. Ten days 
before Christmas, the candle was lighted 
and the populace of Marietta was invited 
to guess how long it would burn. A 
prize was offered for the nearest guess. 
Mr. Henry neglected to report the num- 
ber of days the candle actually burned, 
but he did say that several hundred per- 
sons came into his office and wrote their 
guesses. A total of 300 persons came 
to his office in one day. He obtained a 
valuable list of prospects as a result of 
the ingenious window. 


On Jan. 1, Louis H. Martin, Jr., of 
Cincinnati, became connected with The 
National Underwriter Company as as- 
sociate manager at the Cincinnati office. 
Mr. Martin’s father, L. H. Martin, was 
well known in insurance circles as man- 
ager of the Rough Notes Company and 
as manager of the insurance supply de- 
partment of the Globe-Wernicke Co., of 
which he was advertising manager at 
the time of his death. Mr. Martin, Jr., 
comes of a family that has been promi- 
nent in the insurance publishing business 
for nearly 50 years, as it was his grand- 


father, Dr. H. C. Martin, who estab- 
lished and long conducted “Rough 
Notes.” 


Mr. Martin is a graduate of the Uni- 
versity of Cincinnati and has recently 
been connected with the Procter-Gamble 
Co. He is a young man of promise and 
the many friends of his father and 
grandfather will wish him well in his 
chosen field, following in their steps. 
He is probably the only representative 
of the third generation who has taken 
up insurance publishing work. 

Darby A. Day, Chicago manager of 
the Mutual Life of New York, left Sat- 
urday for Los Angeles, where he will 
make his future home. The four new 
general agencies that were established 


he placed a giant red paraffin | 
which stood 26 inches high and | 














RICHARD C, 
Associate Editor of The National Under- 


BUDLONG 


writer, Who Becomes Agency Pub- 
licity Director of the North- 
western National Life 


| office of the Northwestern National Life 





| Mrs. 
| to California. 


to take care of the Mutual Life’s inter- | 
ests in Chicago, were open for business | 


Jan. 2. Last week the Managers Asso- 
ciation of Chicago tendered Mr. 
complimentary luncheon and presented 
him with a magnificent smoking set. 
Edgar C. Fowler, manager of the New 
England Mutual Life, 


Day a | 


| write $150,000 in one year. 


presided. Mr. | 


Day will make his future home in Los | 


Angeles and undoubtedly will engage in 
some business enterprise. He has pur- 
chased a home in that city. 


Richard C. Budlong. Chicago, asso- 
ciate editor of THe NatronaL UNper- 


WRITER and editor of the “Casualty In- 
1 go to the home 


suror,” will on Feb. 


| the Globe 


in Minneapolis, as agency publicity di- 
rector. Mr. Budlong has spent most of 
his business life in the editorial depart- 
ment of THe NationaL UNDERWRITER, 
following his discharge from the army 
at the end of the World War. After 
serving a couple of years with THe Na- 
TIONAL UNDERWRITER he became agency 
superintendent of the industrial accident 
and health department of the General 
Accident with headquarters in Philadel- 
phia. Later he returned to Tue Na- 
TIONAL UNDERWRITER, being located at 
New York headquarters. He was given 
the position of editor of the “Casualty 
Insuror,” the casualty educational run- 
ning mate of THe NATIONAL UNDER- 
WRITER, and a year ago was brought to 
general editorial headquarters in Chi- 
cago. 

Mr. Budlong is a graduate of Grinnell 
College and is a son of Vice-President 
 <. Budlong of the Federal Life of 
Chicago. He is a young man of splendid 
personality and has a fine knowledge. of 
all branches of insurance. He was se- 
lected for his new post by President O. 
J. Arnold of the Northwestern National 
Life because of his wide editorial expe- 
rience. 


S. C. Woodard of Chicago, general 
agent of the National Life of Vermont, 
will be married Jan. 16 to Miss Char- 
lotte Ruth Nelson of 7608 Sheridan 
Road, Chicago. The ceremony will be 
solemnized in the Holy Trinity Luth- 
eran Church at 8:30 o’clock in the even- 
ing. Following the ceremony Mr. and 
Woodard will take a wedding trip 
Mr. Woodard has made 
a splendid success as general agent o! 
the National Life. He has many friends 
who are interested in his achievements. 


W. W. Tooke of Salt Lake City, Utah, 
has been made president of the Trav- 
elers “Life Producers’ Club,” member- 
ship in which requires that the agent 
In 1925 Mr 
Tooke wrote more business than any 
other agent of the company, having sold 
more than $2,000,000 worth of insurance. 


Mrs. Rose Barry Dietz, president ot! 
Mutual Life of Chicago, 1s 
one of the few women who have occu- 
pied the presidential chair in. life insur- 
ance institutions. She is the daughter 
of the late Thomas F. Barry, the founder 
of the Globe Mutual Life and until his 
death the head of the company. Mrs. 








January 


Dietz is 
policy I. 
by no n 
surance 
the mill, 
tual. SI 
various 
writer < 
time of | 
Mrs. 
the rece 
During | 
the com 
it did dt 


Life i1 
pathizin 
of the | 
his serio 
in the 
the pas 
friends | 
the bull 
by his 
with in 
pneumo 
an infec 
very sic 
courage 
improve 


Clare! 
Southla: 
reappoil 
board « 
serve FE 
chairma 
board 1 
absent, 
called u 
serve B 


Edwa 
the Ind 
last fall 
cil, beg 
and wi 
polled ; 
organiz 
doubted 
dence h 
all poli 


What 
ance all 
30 of 
Homme 
daughte 
was a 
Hoagla: 
Life at 
tired d 
success 
Life’s i 

Paul 
Homm« 
Union | 
graduat 
He wil 
Central 
partme: 


c. D 
the No 
Rapids, 
Monday: 
general 
tual at 
years. 
Vechter 
nental 
of Chic 
author 


“Fire ( 








The 
nounce 
ting as 
ceeding 
Califor: 
Mr. Te 
ern Li 
tective 











January 8, 1926 





Dietz is endeavoring to carry out the 
policy laid down by her father. She is 
by no means unacquainted with life in- 
surance work as she has “been through 
the mill,” so to speak, in the Globe Mu- 
tual. She has worked in the office in 
yarious capacities, starting as policy 
writer and being vice-president at the 
time of her father’s death. 

Mrs. Dietz takes justifiable pride in 
the record of the Globe Mutual Life. 
During the closing six weeks of the year 
the company wrote as much business as 
it did during all of 1922. 


Life insurance men generally are sym- 
pathizing with George Kuhns, president 
of the Bankers Life of Des Moines, in 
his serious illness. He has been a patient 
in the Methodist hospital in that city for 
the past ten days and his family and 
friends have been greatly concerned over 
the bulletins issued from the sickroom 
by his physician. He took down first 
with influenza, which developed into 
pneumonia and this was aggravated by 
an infection of the nose. He is still a 
very sick man but his friends are en- 
couraged by the report that a slight 
improvement is noticeable. 

Clarence E. Linz, vice-president of the 
Southland Life of Dallas, Tex., has been 
reappointed deputy chairman of the 
board of directors of the Federal Re- 
serve Bank, 11th district. As deputy 
chairman, Mr. Linz will preside over all 
board meetings when the chairman is 
absent, and in such event will also be 
called upon to represent the Federal Re- 
serve Board. 


Edward B. Raub, vice-president of 
the Indianapolis Life, who was elected 
last fall to the Indianapolis city coun- 
cil, began his term of office this week 
and will serve four years. Mr. Raub 
polled a large vote in face of highly 
organized competition. He was un- 
doubtedly elected purely on the confi 
dence he commands among members of 
all political parties in Indianapolis. 

What might be termed a “life insur- 
ance alliance” was the wedding on Dec. 
30 of Miss Grace Hoagland to Paul 
Hommeyer. Miss Hoagland is the 
daughter of Wm. H. Hoagland, who 
was a partner in the firm of Keene & 
Hoagland, general agents for the Aetna 
Life at Peoria, Ill. Both partners re- 
tired during the past year after many 
successful years in charge of the Aetna 
Life’s interests in that section. 

Paul Hommeyer is the son of Charles 
Hommeyer, agency manager of the 
Union Central, and Mrs. Hommeyer. He 
graduated last year from Dartmouth. 
He will be associated with the Union 
Central in the home office agency de- 
partment in the near future. 

C. D. Van Vechten, general agent of 
the Northwestern Mutual Life at Cedar 
Rapids, Ia., died of pneumonia last 
Monday. Mr. Van Vechten had been 
general agent of the Northwestern Mu- 
tual at Cedar Rapids for more than 30 
years. He was the father of Ralph Van 
Vechten, vice-president of the Conti- 
nental and Commercial National Bank 
ot Chicago, and Carl Van Vechten, the 
author of “The Tatooed Countess,” 
“Fire Crackers” and other best sellers. 





LIFE AGENCY CHANGES | 








TETTING SUCCEEDS MARTHENS 
Great Northern Life Announces Ap- 
pointment of New General Agent 
for Wisconsin 





The Great Northern Life has an- 
nounced the appointment of A. H. Tet- 
ting as general agent in Wisconsin, suc- 
ceeding E, A. Marthens, who is now in 
California on an extended vacation. 
Mr. Tetting comes to the Great North- 
ern Life from the Massachusetts Pro- 
tective Association for which he had 
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EXCELLENT 
OPPORTUNITIES 
NOW IN 


Eau Claire 
Ashland 
Princeton 
La Crosse 


Rhinelander 




















Wisconsin with more than 
2,000,000 dairy cows produces 
63% of America’s cheese and 
28% of all the condensed milk 
made in this country. Forty- 
five other major industries back 
up the dairy interests of the 
State. 


Wisconsin has a steady in- 
come. It has buying power. 


The Badger State is next door 
to the Lincoln National Life 
Home Office. Agents in Wis- 
consin get the full benefit of 
the prompt and thorough Lin- 
coln National Life Home Office 
service. 


It will pay you to 


(Cink up (Swern tue (LINCOLN) 


in Wisconsin 
Address either 


MESSRS. HUGHES & SCOTT 
203-4 Lincoln Bank Building 
Minneapolis, Minnesota 














or 


The 


Lincoln National Life 
Insurance Company 


Lincoln Life Building Fort Wayne, Ind. 


More Than $400,000,000 in Force 
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The General Agency Plan 
has been followed by 


Atlantic Life 


Insurance Company 
RICHMOND, VIRGINIA 


in building a company which occupies an enviable 
position in life insurance circles. 


There is room in our organization for additional 
general agents who are anxious to build for them- 
selves and capable of taking advantage of real op- 
portunities available in: 


Michigan Texas 


Kentucky Georgia 


Apply to: 
William H. ‘Harrison, 
Vice President and Superintendent of Agents 

















The Peak Load 


To maintain his maximum Peak Load of production, 
and thus derive the utmost income from his work, the 
Fieldman needs every reasonable Home Office aid—quick 
decision on applications, quick issuance of policies, quick 
“ handling of beneficiary B wma quick making of loans, 
and, above all else, immediate payment of death claims. 
Add to these a comprehensive Sales Help Service, such as 
Home Office publications and literature. 


This Company is unexcelled in these various services. 
And it is constantly making improvements. 


We have places for men and women who are content 
with nothing less than the best in life insurance. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 


Organized 1847 

















INDIANA ILLINOIS IOWA MICHIGAN 


a FAYET TE LIFE 


LA FAYETTE, INDIANA 


MUTUAL LEGAL RESERVE 


AGENCY CONTRACTS CONTAIN BENEFICIARY PROVISIONS 
KANSAS KENTUCKY MISSOURI NEBRASKA 











NATIONAL UNDERWRITER WANT ADS ARE RESULT GETTERS | 


been general agent in Wisconsin. Pre- 
vious to that he had been state man- 
ager in Wisconsin for the Acacia Life, 
with headquarters in Milwaukee. Re- 
organization of the Wisconsin general 
agency will take place at once under 
Mr. Tetting. Offices have been remod- 
eled so that the company now occupies 
the entire seventh floor front of the 
Merchants & Manufacturers Bank 
building with double the floor space of 
the former quarters. In addition, the 
agency plant will be developed exten- 
sively within the next few months. 





George J. Sternsdorff 


George J. Sternsdorff, well known in- 
surance man of Davenport, Ia., has been 
appointed manager in eastern Iowa and 
western Illinois for the Medical Life of 
Iowa. 
Putnam building. 





Emmett C. Wier 


Emmett C. Wier, who has been an 
agent for the Union Central in the 
Knight agency in New York City, has 
joined his uncle, Van C. Cavett, at 
Tupelo, Miss., his appointment as co- 
general agent going into effect Jan. 1. 
Mr. Wier will be on the ground as soon 
as he can arrange his affairs in New 
York. Cavett & Wier have charge of 
northern Mississippi for the Union 
Central. 





William Dougherty 


William Dougherty, home office rep- 
resentative of the Occidental Life of 
Los Angeles, has been promoted to field 
superintendent and will have his head- 


quarters in Denver, developing the 
company’s business in western Ne- 
braska. Mr. Dougherty has been with 


the Occidental Life since July, 1916, the 
first two years of his service being in 
the accident department. In September, 
1924, he was appointed agency super- 


Davenport offices are at 505 | 





visor in Arizona, leaving there for Colo- 
rado and Wyoming in April, 1925. 





George R. Miller 


George R. Miller, who for three years 
has been special representative for the 
Equitable Life of New York at Rock- 
ford, Ill, has been placed in charge of 
the Rockford district of the Equitable, 
covering five counties. Mr. Miller has 
been a resident of Rockford 30 years, 
20 of which were with the Emerson. 
Brantingham company in an executive 
position. 





Colgate and F. S. Holmes 


Colgate Holmes and F. S. Holmes 
have been appointed as district man- 
agers of the Ohio National at Passaic, 
N. J. 





Frank G. Lieberman 


The Union Central has appointed 
Frank G. Lieberman co-general agent 
in its Baltimore agency, previously un- 
der the direction of F. M. Wheaton. The 
new combination will go under the 
name of the Wheaton-Lieberman 
agency. Mr. Lieberman has been an 
outstanding producer in the C. B. Knight 
agency at New York. 


Fred W. Meyer 


Fred W. Meyer, Jr., formerly general 
agent for the International Life of St. 
Louis, Mo., in Missouri territory, has 
been named general agent for the Min- 
nesota Mutual Life in eastern Missouri 
and southern Illinois. His headquarters 
will be at 322 Granite Building, 406 
Market street, St. Louis, Mo. 








Robert H. Countermine, who for years 
has been connected with the Tolerton 
and Warfield jobbing interests in Sioux 
City, has joined the agency force of 
William McKercher, general agent in 
Sioux City for the Northwestern Mutual 





Life. 














EASTERN STATES ACTIVITIES | 











TAKES OVER SALES COURSE 





Edward A. Woods of Pittsburgh Makes 
Announcement as to the New Service 
of His Agency 





Edward A. Woods, manager of the 
Edward A. Woods Company of Pitts- 
burgh, general agent for the Equitable 
Life of New York, announces that fol- 
lowing the discontinuance of the Pitt 
course in life insurance, the Edward A. 
Woods Company has taken it over and 
will, with the cooperation of the Uni- 
versity of Pittsburgh, conduct it for 
the benefit of those agents in his or- 
ganization and those connected with 
the Equitable. Mr. Woods says: 

“The course will be even more com- 
prehensive and longer than formerly, 
having been extended to fifteen weeks 
with 240 instruction hours instead of 
eleven weeks with 176 hours. The 
course will be concurrent with and of 
the same length as the semesters at the 
University of Pittsburgh. Field work 
will play an important part in the 
course, three full days of the week be- 
ing allowed for soliciting and it is to 
be strictly a course where students ‘earn 
while they learn.’ 

“The certificate granted to graduates 
of the course is to bear the joint en- 
dorsement of the University of Pitts- 
burgh, Vice President John A. Steven- 
son of the Equitable and the Edward 
A. Woods Company under whose joint 
supervision the course is to be con- 
ducted.” 


Coffman Agency Meets 


The annual luncheon and _ business 


meeting of the J. A. Coffman agency of 
the Connecticut General Life at Cleve- 
land was held recently with 35 special 














agents from 12 counties in northeastern 











Ohio in attendance. Talks were made 
by W. W. Williamson of Chicago, 
Frank Masden of Kansas City, M. P. 
Hawkins of Los Angeles and W. C. 
Bailey of Detroit, all general agents of 
the Connecticut General. J. A. Coff- 
man, the Cleveland general agent for 
the Connecticut General, reports that 
his agency wrote nearly $12,000,000 of 
group insurance and more than $6,000,- 
000 of ordinary, during the year just 
closed. 


New York Requirements 


For the information of the insurance 
fraternity of the country the New York 
department has just issued in booklet 
form a summary of the requirements of 
the state, and of all other states and 
territories, governing fees and _ taxes 
payable by insurance corporations. 








MISSISSIPPI VALLEY | 


PASSING OF W. B. DAVIS 




















Well Known Manager of the South- 
western Department of the Illinois 
Life Dies 





KANSAS CITY, MO., Jan. 7.—W. B. 
Davis, of the W. B. Davis & Son gen- 
eral agency for the Illinois Life, died 
here at his home, Dec. 31, after a long 
illness. Mr. Davis was 65 years old 
and had been in the insurance business 
in Kansas City for 25 years, being one 
of the oldest in the city. 

Mr. Davis, a native of Ohio, went to 
Burlingame, Kan., when he was 4 
young man 20 years old, and engaged 
in the real estate and cattle business, and 
also ran a newspaper. After some years 


| there, he came to Kansas City in 1899 
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to engage in the real estate business. In 
1901, with no previous experience in the 
field, he decided to enter the insurance 
business. He was made general agent 
for the southwestern department of the 
Illinois Life and continued with that 
company until the time of his retire- 
ment in June, 1923. His district, called 
the Southwest Department, was en- 
larged from time to time until it in- 
cluded all of Missouri and Kansas. The 
W. B. Davis Co. now has over $40,- 
000,000 of insurance in force. This 
growth is the direct result of Mr. Da- 
vis’ untiring work and ability in the 
administration of his business. Roger 
Davis, the son, will carry on the busi- 
ness under the old name of W. B. Da- 
vis & Son. 

Mr. Davis is gratefully remembered 
by many people in Kansas City for his 
Gold Star League work. After the war, 
Mr. Davis, who had lost one son in the 
service, Murray Davis, conceived the 
idea of the league. He organized it and 
became its first president. The object 
of the league was to provide military 
burial for every soldier killed in the war 
or who died in camp, the funds being 
provided by the relatives of soldiers 
who were financially able to help others. 
The result was a full military burial 
with escort and flowers for every sol- 
dier. This work was carried on for 
several years and when Mr. Davis was 
no longer able to take an active part 
in it, he was made president emeritus. 

Mr. Davis was known among his 
business associates here as a man of 
quick wit and genial disposition. He 
had a wide acquaintance in Kansas City. 
He was considered a very valuable man 
by the Illinois Life. W. Stevens, 
the president of the company, and J. 
W. Stevens, II, vice president, both of 
Chicago, attended the funeral of Mr. 
Davis. 





Honor Lewis at Fargo 


H. T. Lewis, manager of the Fargo 
office of the Mutual Life of New York, 
and president of the North Dakota Life 
Underwriters Association, was honor 
guest at a farewell luncheon given by 
the association at Fargo Dec. 30. John 
A. Risk, vice-president of the associa- 
tion, presided, and R. A. Trubey, secre- 
tary-treasurer, presented the departing 
head with a gift on its behalf. Mr. 
Lewis responded with a brief talk in 
which he told about his future work. 
He was recently transferred to the Min- 
neapolis office of his company, covering 
both North Dakota and Minnesota. 


until the annual meeting of the North 
Dakota association, the third week in 
January. 


Consolidation is Effected 


Bokum & Dingle, general agents of 
the Massachusetts Mutual Life in Chi- 
cago, have now taken over the agency 
force from the L. Brackett Bishop 
agency, owing to Mr. Bishop retiring 
from active management Jan. 1. W. C 
Stone, cashier of the Bishop agency, be- 
comes cashier of the consolidated 
agency, he being assisted by Mrs. F. 
M. Beresford. The Bokum & Dingle 
agency has been making rapid progress 
and since its establishment has written 
over $100,000,000 insurance. E. C. Plat- 
ter, formerly president of the Chicago 
Life Underwriters Association, who has 
been connected with the Bishop agency, 
transfers to the consolidated office. 

The annual dinner of the agency of 
Bokum & Dingle will be held on Jan. 14. 
This affair will mark the eighth anniver- 
sary of the agency’s activities. Prom- 
inent company officials from the Massa- 
chusetts Mutual and agents from all over 
the United States will attend the affair. 








Kansas City Agency’s Meeting 


The Kansas City agency of the Mu- 
'tual Life held a meeting last week in 
| charge of Manager J. F. Trotter. On 
| Tuesday evening there was a dinner 
with A. R. Coburn, district manager at 
| Chillicothe, Mo., as toastmaster. The 
address was made by W. C. Michaels, 
well known attorney at Kansas City. 
Some of the speakers at the business 
meeting were: Dr. J. R. Hamill, agency 
instructor; S. B. Hopkins, superintendent 
of agents; L. C. Knighton, district man- 
ager at Joplin; Dr. J. H. Laning, medi- 
cal referee; A. R. Coburn, district man- 
ager, Chillicothe; R. H. Stafford of Kan- 
sas City, and Charles E. Brown, district 
manager at Carrollton. 
Open Complete Service Agency 

I. D. Wallington, state agent for the 
Wisconsin National Life, and Vern Pad- 
gett, former official of the Michigan 
Mortgage Investment Corporation there, 
are opening a new “complete service” in- 
surance agency at Lansing, Mich. The 
firm, a copartnership, offers life, health 
and accident, fire, automobile, explosion, 
leasehold, profits, rents, sprinkler leak- 
age, use and occupancy, and windstorm 
coverage. Mr. Wallington will continue 
as state agent for the Wisconsin and 
another state agency, that for the New 
York Life, will be assumed. P. C. Dis- 
brow has been named to take charge of 








Mr. Risk will become acting president 


the casualty business of the firm. 
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COURSE IS NOW ESTABLISHED | 


General Agent Roy H. Sheldon of the | 
Equitable of Iowa Announces 
New School 








Beginning January 4 and continuing 
each Monday during January, February | 
and March, General Agent Roy H. | 
Sheldon of the Equitable Life of Iowa | 
at Los Angeles has announced a free | 
training class which all persons inter- 
ested in studying life underwriting are 
invited to attend. This class will be | 
conducted under the direction of Agency | 
Supervisor E. E. Olson, assisted by | 
Messrs. Sheldon and W. E. Mullineaux. 
The scope of the course of instruction 
is shown by the following schedule, the 
subjects being mentioned in the order 
in which they will be given: “Relation- | 
ship of Life Insurance to the Indi- | 
vidual Success of One Hundred Million | 
Americans,” “What a Career in Life | 
Underwriting Offers,” “Principles Un- 
derlying the Insurance Contract,” “Pur- 
poses Served by Life Insurance,” “The | 
Rate Book,” “Develoning a Clientele,” | 
Fundamentals of Life Insurance Sales- | 
manship,” “Successful Sales Talks,” | 
Meeting Objections,” “Insurance Pro- | 
grams to Meet Life Needs,” “Business 


Fife Insurance” and “Estate Conserva- 
10n, | 


NEW FEATURES ANNOUNCED 





Western States Life Inaugurates Some 
Departures That it Has Just Put 
in Effect 





The Western States Life announces 
some new features of service. In the 
first place, it will write non-medical 
business up to $2500. It has adopted 
the salary allotment plan where five or 
more employes of the same concern 
will take insurance and pay for it on 
the monthly plan. A new policy has 
been put in the field, becoming paid up 
at age 65. It has organized an “App-a- 
Week” Club where prizes will be given 
in cash for those who consistently pro- 
duce an application every week. 





Emery E. Olson Advanced 


General Agent Roy H. Sheldon of the 
Equitable of Iowa at Los Angeles an- 
nounces the appointment of Emery E. 
Olson as agency supervisor. Mr. Olson 
entered the agency as a full time agent 
July 1, 1925, but he had been studying 
life insurance for several months prior 
to that date. He was wholly without 
previous experience in the business and 
to become a life underwriter he resigned 
as dean of the metropolitan college of 


ALES RESISTANCE is prac- 

tically eliminated in presenting 
our new Insured Savings Contract 
which matures either for cash or 
a non-taxable 5% income bond, 
cashable on demand at par. 


Our line of modern policies, with 
annual, semi-annual, quarterly or 
monthly deposit of premiums will 
appeal to your clients. 


Good openings for dependable 
fieldmen in California, Oregon, 
Texas, Oklahoma and other 
Western States. 





CALIFORNIA 
STATE LIFE 


J. R. Kruse, President 
SACRAMENTO 











MUTUAL TRUST 
LIFE INSURANCE COMPANY 


Of Chicago 


—One Hundred Millions of insurance in force. 

—Purely Mutual. 

—Strictly fall level premium legal reserve. 

—Issues regular policies from ages 10 to 65. 

—Writes a special Business and Professional Men's Policy. 

~-Issues a special Ordinary Life with many attractive conversion 
options. 

—Writes Child’s Endowments at all ages. 

—Offers an attractive Income Bond Policy. 

—Grants a new Disability clause, which is a winner. 


For Agency Openings, Address the Home Office, 
The Chicago Temple Building, Chicago, Illinois 











the University of Southern California. 
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LOUISIANA STATE LIFE 


INSURANCE COMPANY 
Home Office, Shreveport, La. 


TEXAS 


J. C. EVERETT, Manager 
317 Wilson Building Dallas, Texas 


ARKANSAS 


J. E. LEEPER, State Manager 
P. O. Box 1077 Little Rock, Arkansas 


We may have just what you are looking 
for. Why not get in touch with us? 




















LONDEF 


OND CAD: EY ORESTON CF) 


You’ll Enjoy Representing 

a Company Offering — 

—the most attractive and liberal policies now 
available in the insurance field. 

—the safest protection at the lowest net cost. 


—protection in a rapidly growing company whose 
Persistency and Progress Record for 1924 was 
68.30%. 

—copyrighted contracts for the insured with ad- 
vantages not to be from any other old line 
legal reserve company. 

—its policy holders a safety ratio of $2.78 in as- 
sets for every dotlur of policyholder’s liability. 





Because of the demand for our policies we are needing repre- 
sentatives. It will be to your interest to write for full par- 

ticulars regarding our liberal agents’ contracts. Address 
Louis A. Boli, Vice-President and Agency Director, Wichita, 


NATIONAL SAVINGS 


ILyjT I" es 


INSURANCE GOMPANY 
National Savings Bldg. Douglas at Emporia 


WICHITA 


PCO. NOC FU OND OF OR SO POIONSO FD CRD OFT. GRDOZO ONO 
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CONVENTION OF ATLANTIC 


Large Attendance Expected at Annual 
Meeting of Aces Club at Daytona 
Beach Jan. 11-14 


An exceptionally large attendance is 
expected at the seventh annual Aces 
Club convention of the Atlantic Life 
which is to be held at Daytona Beach 
Jan. 11-14. A number of agents quali- 
fying for the Aces club plan to take 
their wives along with them. A silver 
cup will be presented the agency paying 
for the largest percentage of quota dur- 
ing 1925. A special car has been char- 
tered to take home office officials and 
agents in Virginia territory to the con- 
vention. 


Talbot With Southland Life 


Colonel W. E. Talbot, for the past 
several months connected with the 
American-Rio Grande Land Company, | 
owned by the Southland Life interests, 
has resigned to become superintendent 
of agents for the Southland, it is an- 
nounced by Clarence Linz, vice- —_ 
dent of the insurance company. 


Talbot succeeds J. Howard Oden, che 


' 
| 
| 
| 
| to $200,000. Both the capital stock in- 


has been. superintendent of agents for 
several years. Mr. Oden resigned to 
accept a _ position with the North 
American Reinsurance of New York of 
which Lawrence Cathles, formerly with 
the Southland, is president. 


Southland Life Bonus 


The Southland Life of Dallas pre- 
sented all employes of the home office a 
bonus of 5 percent of the yearly salary 
as a Christmas present. President Harry 
L. Seay stated that these checks repre- 
sented not only the Christmas spirit but 
a material reward earned by following 
out the company’s policy of service to 
policyholders first. 





Two Republics Increases Capital 
and filing was 


Approval given the 
charter amendment of the Two Repub- 
lics Life of El Paso, which is also under- 
going examination by B. W erkenthin, 
deputy insurance commissioner of 
Texas. The charter amendment in- 
creases the capital stock from $156,000 


crease and the examination are prepara- 
tory to the company entering other 
states and spreading out its business. 














IN THE ACCIDENT AND HEALTH FIELD 











ANNOUNCES SEVERAL CHANGES | the 


U. S. National Life & Casualty Makes 
New Appointments and Promo- 
tions in Various Territories 


C. H. Boyer, vice-president and gen- 
eral manager of the U. S. National Life 
& Casualty, announces the appointment 
of A. V. Worthy as supervisor for North 
Carolina. During the last year Mr. 
Worthy built a large business at Win- 
ston-Salem, N. C. In the near future 
new branch offices will be opened at 
Greensboro, Asheville, Gastonia, Raleigh, 
Durham and Wilmington. 

C. M. Kelley, formerly district mana- 
ger at Little Rock, Ark., for the U. S. 
National Life & Casualty, has been 
made manager of the Kansas City office. 
Gus. Peterson, formerly manager at 
Eldorado, Ark., has been transferred to 
Little Rock. 

Home Office Representative G. A. 
Smith is organizing a second district in 
Newark, N. J., with a large staff of men. 

G. C.’ Hassell of Pittsburgh, Pa., has 
been made assistant manager at Wil- 
mington, Del. 

H. F. Gramm, home office represen- 
tative, has been made permanent mana- 
ger of the Washington, D. C., office. 
Former Manager Wilkinson has _ been 
transferred to Raleigh, N. C. 


Neal Claim Association Speaker 


The Chicago Claim Association will 
hold its next meeting Jan. 13 at the 
Hamilton Club. Dr. J. R. Neal, secre- 
tary and medical director of the Mutual 
Life of Illinois, Springfield, I1l., will be 
the principal speaker. Personal invita- 
tions have been sent to all 


case out of court. Taxpayers in the 
counties of Minnesota where outside 
cases are tried are protesting against the 


importation of personal injury cases 
| from Wisconsin and other states, be- 
| cause they must pay the cost of main- 


medical di- | 


rectors in Chicago to attend the meeting | 


and hear Dr. Neal’s address. 


Object to Removing Suits 


MILWAUKEE, 6.—Accident 
health insurance 
to learn that the 
personal injury suits from Wisconsin to 
Minnesota for trial, indulged in by a 
grcup of Minnesota attorneys, has re- 
ceived a setback in the action brought 
by Bernard N. Brokaw against the 
Northwestern :ailroad for 
leged to have been 
Butler, Wis., a few miles from Mil- 
waukee. Mr. Brokaw, a lifelong resi- 
dent of Wisconsin, permitted his suit to 
be tried at New Ulm, Minn. A jury after 
listening to evidence for three days held 
there was no cause of action and threw 


Jan. 


received at New 


and 
men will be interested | 
practice of removing | 


As a result, the im- 
difficulty 


taining the courts. 
porting attorneys are having 
in obtaining juries. 


Launch New Texas Company 


SHERMAN, TEX., Jan. 6.—The West- 
ern Health & Accident is the latest in- 
surance concern in north Texas. Home 
offices of the company are located here. 
The company is owned by Sherman 
business men. R. E. Murrell was elected 
president at the meeting of the board of 
directors and stockholders recently. He 
has been in the insurance business here 
for the past 13 years. J. S. Love, who 
has been in the insurance business in 
this section for the past 20 years, was 
elected vice-president; J. D. Calloway 
was named secretary, and Homer Graham, 
treasurer. The board of directors is 


composed of R. E. Murrell, J. D. Callo- 
way, J. S. Love, Ralph Wood, John 
Sellers, Ross May, W. M. Shaw and 
Homer Graham. 


Changes Are Announced 


The United States National Life & 
Casualty announce the following a)p- 
pointments: 


Cc. S. Wilkinson, formerly manager at 
Washington, D. C., has been transferred 
to Raleigh, N. C., as manager of that 
district. 

V. A. Bridges 
the managership of the Knoxville, 
district. 

H. C. Leach, formerly of Beaumont. 
Texas, has been appointed manager of 
the Lake Charles, La., district. 

J. N. Carroll, formerly manager of the 
Lake Charles, La., district, has been 
transferred to Pensacola, Fla., as mana- 
ger of that territory. 

A new district office has been opened 
at Paterson, N. J. It will be in charge 
of G. A. Smith, formerly home office 
representative. 


has been promoted to 
Tenn., 


Old State Casualty Reinsured 


LANSING, MICH., Jan. 6—Reinsurance 
of the business of the Old State Casualty 
of Detroit by the Detroit Life was 2n- 
nounced last week when the state in- 
surance department approved the move, 


| Commissioner Leonhard T. Hands author- 


injuries al- | 
| with 


release of the company’s deposit 
the state to effect liquidation of 
The demise of the Old State 
which began business hope- 
fully last spring, is brought about by 
action of its backers who are said to 
have lost a considerable sum during the 
period in which business has been car- 


izing 


its affairs. 
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‘ried on. The Detroit Life is being paid 
$4,000 to reinsure the business now in 
force. The Old State Casualty began 
operations with a specialized line, that 
of eye insurance. Great expectations 
were held for this line as officers of the 
company, which was backed principally 
by O. F. Looker, president, and R. C. 
Looker, a director up until recently, fore- 
saw large sales of this type of coverage 
in the Detroit motor factories. Low rates 
made possible by a low loss ratio were 
expected to make a great appeal to fac- 
tory workers, but it is evident, from the 
losses sustained and the early suspen- 


sion of business, that the specialty did | 


not turn out as anticipated. 


Licensed in Wisconsin 


Subsequent to an examination, the 





United States National Life and Casualty 


was recently licensed in Wisconsin. This 


company is now licensed in all states 


| except two. 


The United States National has opened | 


a new district office in Paterson, N. J. 


|G. A. Smith has been made manager. 


He was formerly a traveling home office 
representative. 
Travelers Accident Premiums 
The Travelers announces that during 
1925 its accident and health premiums 
in New York City reached $1,000,000. 





Arthur W. Pettit, chief claim adjuster 


of the accident and health department | 


| of the Federal Life of Chicago, is on an 
| extended eastern trip on business for 
|} that company and expects to return to 
| Chicago about Jan. 10. 

















j NEWS ABOUT LIFE POLICIES 


| New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
| Policy Literature, Rate Books, etc. Supplementing the “Unique Manuai- 
Digest” and ‘Little Gem,” Published Annually in May and April respectively. 

| PRICE, $3.50 and $2.00 respectively. 
| 




















MUTUAL OF NEW YORK 1926 DIVIDENDS 














NEW Y ORK, Jan. 6—The Mutual | increase in dividends. The accompany- 
Life of New York has adopted a new | ing tables show 1926 dividends per $1,- 
dividend scale for 1926, which will show | 000 for the principal forms issued by 
an increase over the 1925 scale. This is | the company at quinquennial ages from 
the company’s sixth consecutive yearly ' 20 to 55: 

ORDINARY LIFE 
Issued P Age 




















_ 
2 25 35 50 55 
3 19. 21 $ 21.49 $ 2438 $ 28.11 3 33-01 $ 28.55 i 4348 $ 60.72 
5.52 6.01 6.47 7.1 7.99 10.95 13.40 
6.15 6.65 7.14 7. 82 8.76 10:04 11.92 14.47 
6.18 6.70 7.23 7.95 8.96 10.31 12.30 14.93 
6.2 6.75 7.32 8.09 9.16 10.61 12.67 15.39 
6.24 6.81 7.42 8.24 9.37 10.92 13.07 15.86 
6.28 6.87 7.52 8.41 9.60 11.24 13.47 16.32 
6.34 6.94 7.65 8.58 9.85 11.58 13.88 16.77 
6.42 7.04 7.79 8.78 10.11 11.92 14.29 17.23 
6.52 7.17 7.96 9.00 10.40 12.29 14.71 17.67 
6.64 7.32 8.15 9.25 10.72 12.68 15.14 18.12 
6.79 7.50 8.38 9.52 11.07 13.08 15.60 18.56 
6.95 7.69 8.62 9.82 11.43 13.49 16.04 18.98 
7.12 7.89 8.87 10.12 11.81 13.91 16.48 19.37 
7.30 8.10 9.12 10.44 12.18 14.33 16.90 19.77 
7.48 8.32 9.38 10.77 12.57 14.75 17.32 20.18 
7.66 8.54 9.65 11.10 12.96 15.17 17.70 20.60 
7.85 8.77 9.93 11.44 13.34 15.56 18.06 21.04 
SL sce 9.01 10.21 11.78 13.72 15.95 18.40 21.48 
° 9.24 10.51 12.13 14.10 16.33 18.75 21.94 
20 PAYMENT LIFE 
Age ~ 
20 25 30 35 40 45 50 55 
$ 29.39 $ 31.83 $ 34.76 $ 38.34 $ 42.79 $ 48.52 $ 56.17 $ 66.69 
6.88 7.38 7.84 8.46 9.28 10.39 11.97 14.19 
7.64 8.16 8.65 9.32 10.19 11.36 13.04 15.33 
7.81 8.35 8.88 9.59 10.52 11.75 13.52 15.87 
7.99 8.55 9.12 9.88 10.86 12.17 14.01 16.41 
8.18 8.77 9.38 10.19 11.22 12.61 14.51 16.96 
8.39 8.99 9.65 10.51 11.61 13.08 15.03 17.51 
8.62 9.24 9.95 10.86 12.02 13.56 15.56 18.06 
8.87 9.52 10.28 11.23 12.44 14.06 16.10 18.62 
9.16 9.84 10.63 11.64 12.91 14.58 16.65 19.17 
9.47 10.19 11.02 12.08 13.42 15.13 17.23 19.74 
9.82 10.56 11.45 12.55 13.94 15.70 17.83 20.31 
10.18 10.96 11.89 13.05 14.50 16.29 18.43 20.87 
10.56 11.37 12.40 13.56 15.07 16.89 19.03 21.42 
10.95 11.81 12.83 14.09 15.65 17.50 19.63 22.00 
11.36 12.25 13.32 14.65 16.24 18.12 20.24 22.60 
11.77 12.71 13.82 15.21 16.85 18.74 20.84 23.23 
12.20 13.18 14.35 15.78 17.46 19.37 21.45 23.90 
Pane 13.68 14.89 16.38 18.09 20.00 22.07 24.60 
Goae 14.18 15.45 16.98 18.72 20.65 22.72 25.34 
20 YEAR eaceetecokennney + 
Age —_— 
2 25 35 40 45 55 
$ 48. os By 49.04 $ 56.13 $ 51.47 $ 53.49 $ 56.69 $ 61.90 $ 70.23 
8.1 8.55 8.89 9.35 0.01 10.93 12.3 14.42 
218 9.57 10.39 11.06 12.01 13. 15.61 
9.63 10.01 10.85 11.55 12.53 14.06 16.20 
10.11 10.48 11.34 12.06 13.07 14.63 16.79 
10.61 10.97 11.86 12.59 13.64 15.23 17.40 
11.14 11.50 12.41 13.16 14.24 15.83 18.00 
11.71 12.06 12.99 13.75 14.86 16.46 18.61 
12.31 12.66 13.61 14.37 15.50 17.10 19.23 
12.96 13.30 14.26 15.04 16.18 17.76 19.86 
13.66 14.00 14.96 15.75 16.88 18.45 20.50 
14.41 14.73 15.69 16.50 17.61 19.16 21.14 
15.17 15.49 16.47 17.27 18.37 19.88 21.79 
15.97 16.28 17.26 18.06 19.14 20.61 22.45 
16.79 17.10 18.09 18.88 19.93 21.40 23.13 
17.64 17.95 18.94 19.72 20.74 22.12 23.86 
18.52 18.34 19.81 20.58 21.57 22.89 24.63 
19.43 19.75 20.72 21.45 22.42 23.69 25.44 
eee 22.04 22.65 23.18 23.92 24.97 26.58 
° 23.02 23.61 24.12 24.82 25.87 27.50 
*Premium rate at age 21 at issue charged. 
10 PAYMENT LIFE 
Issued - Age 
in 20 25 30 35 40 45 50 55 
Pa ee $ 47.85 $ 51.67 $ 56.18 $ 61.53 $ 67.90 $ 75.57 $ 84.99 $ 96.66 
Ae 9.33 10.03 10.70 11.54 12.62 13.98 15.79 18.16 
ween steer eu 10.34 11.07 11.79 12.71 13.86 15.30 7.22 19.68 
re ee 10.76 11,53 12.32 13.30 14.54 16.07 18.09 20.61 
I i ht eee aie 11.21 12.02 12.88 13.93 15.24 16.88 18.98 21.55 
Sl taghaat at wink wes 11.69 12.54 13.46 14.59 15.99 17.72 19.91 22.54 
Dt sveomwantstnce 12.19 13.09 14.08 15.29 16.77 18.61 20.86 23.54 
SP i cwecsmethtkee wide os 12.73 13.67 14.74 16.02 17.60 19.52 21.85 24.57 
1918 és CR ihe éen oR 13.31 14.30 15.44 16.80 18.46 20.48 22.87 25.64 
Ree eae eee pairs 13.93 14.97 16.18 17.63 19.37 21.47 23.93 26.75 
Pk cindwenhiawads oth 14.59 15.70 16.97 18.50 20.34 22.51 25.03 27.90 


(CONTINUED ON NEXT PAGE) 
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LIFE ACCIDENT HEALTH 


1924 shows a material increase in 
ASSETS, SURPLUS and INSUR- 
ANCE IN FORCE. 





Extension in Agency Development 
in Nebraska, Illinois, Arkansas, 
Texas, California, Washington, 
Wyoming, Colorado, Missouri and 
Kansas, with Home Office appoint- 
ments as District Managers make it 
worth while for men who can qual- 
ify with clean records for Districts 
still open in the above territory. 


Address in Confidence 


THE 
LIBERTY LIFE 


INSURANCE COMPANY 


Liberty Life Building 


TOPEKA, KANSAS 








Is a 








The History of the Liberty Life 
Record of Promises Kept. 
































wonderful selling features. 


of the 


Great Republic Life Insurance Company 


of California 


Protects both the child and its parents and includes waiver of 
premium in event of death or permanent total disability of the 
father, who is the beneficiary. Agents are enthusiastic over its 
If you are interested, write for 
“Making Dreams of Your Children’s Future Come 
" and our attractive proposition to agents, 


. R. RAILEY, Manager 
outhwestern Department 
401-2 Mercantile Bank Bldg., 
Dallas, Texas 


W. H. SAVAGE, Vice-President 
Los Angeles, California 


E. L. BLACK, State Manager 
P. O. Box 148 
Little Rock, Arkansas 


The Child’s 20-Pay Life Optional Endowment Policy . 








SPECIALISTS GATHER THE INFOR- 
MATION THAT APPEARS IN THE 
NATIONAL UNDERWRITER. 
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mite: 











Conservation 


The importance of the con- 
servation of old business is 
fully appreciated and em- 
phasized in our sales pro- 
motion plans. 


S. T. WHATLEY 


General Agent 


Etna Life Insurance Company 


Illinois Merchants Bank Building 
Phone State 3380 
CHICAGO, ILLINOIS 


























Founded: 1867 


policyholders. 


EQUITABLE LIFE 


INSURANCE COMPANY 
OF IOWA 


Satisfied Policyholders 


More than 67% of all insurance written by 
this company since 1867 is still in force to- 
day. What better evidence could there be that 
policyholders appreciate the “golden rule” 
service of lowa’s Oldest Company? 


Men desiring to become agents for a good, 
old line company will realize the advantage of 
a contract with this company of satisfied 


Home Office: Des Moines 














ful business. 











THE MUTUAL LIFE 


The Mutual Life Insurance Company of New York has a 
record of EIGHTY-THREE YEARS of prosperous and success- 
It has passed through panics, pestilence and wars 
unharmed, and to-day, as a result of eight decades of endeavor, 
offers financial strength, reputation, magnitude, leadership, and 
life insurance service. 


Those considering life insurance as 
a profession are invited to apply te 


The Mutual Life Insurance Company 


of New York 


34 Nassau Street, New York 











15 PAYMENT LIFE 


e. 








e 











a 
in 25 30 40 45 50 55 
DP, 6stececeednsetens Ra 36 46 Ry o 2 z > a8 Bg 4b 1 $ 50.92 $ 57.16 $ 65.16 $ 75.66 
1925 7.68 9.46 10.36 11.53 13.16 15.37 

Het os 10.42 11.37 12.62 14.34 16.63 
9.39 10.01 10.80 11.82 13.13 14.94 17.28 
9.69 10.36 11.20 12.28 13.67 15.55 17.94 
10.00 16.72 11.62 12.76 14.24 16.19 18.63 
10.33 11.11 12.07 13.28 14.84 16.84 19.31 
10.69 11.52 12.55 13.82 15.46 17.52 20.01 
11.09 11.97 13.05 14.39 16.11 18.21 20.72 
11.52 12.46 13.59 15.00 16.78 18.92 21.44 
11.99 12.98 14.18 15.65 17.49 19.66 22.18 
12.49 13.54 14.79 16.34 18.21 20.43 22.94 
13.02 14.12 15.73 17.05 18.97 21.21 23.71 
13.57 14.73 16.11 17.78 19.75 22.00 24.51 
14.14 15.35 16.80 18.53 20.54 22.82 25.35 
‘ 14.73 15.99 17.51 19.30 21.35 23.65 26.3 
10 YEAR ENDOWMENT 
Issued r Age 
in 20 30 35 40 45 50 55 
WEE, scccecsscceesess $101. $7 $103. 32 sat 22 $104.40 $106.03 $108.41 $112.15 $118.00 
Pe éb¢etchrsceucennat 2.92 3.88 14.44 15.20 16.20 17.61 19.59 
BED cesevevetooeosecns 1468 is: is 15.63 16.20 16.96 17.98 19.42 21.38 
Sy 62%8666s00000066000 15.90 16.39 16.84 17.42 18.19 19.21 20.66 22.60 
BEE Sceeceecceceseenes 17.18 17.66 18.12 18.71 19.48 20.51 21.95 23.86 
BEE e6ecocccesccereses 18.52 19.00 19.47 20.06 20.83 21.87 23.29 25.16 
BED soscevcececesseses 19.94 20.40 20.88 21.48 22.26 23.29 24.68 26.51 
BED o6600ene 500020600 21.43 21.89 22.37 22.98 23.74 24.77 26.13 27.90 
ML 6600 00000%06000088 23.00 23.46 23.95 24.54 25.31 26.31 27.62 29.35 
DEE 666660006.0¢6646060% 24.65 25.10 25.59 26.19 26.94 27.91 29.19 30.87 
BOOS ccccccsceccceseses 26.37 26.82 27.31 27.90 28.64 29.58 30.81 32.47 
15 YEAR ENDOWMENT 
Age 
25 30 35 40 45 50 55 
66.64 $ 67.53 $ 68.74 $ 70.50 $ 73.21 $ 77.57 $ 84.53 
10.16 10.52 11.00 11.69 12.62 13.99 15.96 
11.41 11.78 12.28 12.97 13.93 15.34 17.33 
12.10 12.48 12.99 13.70 14.67 16.11 18.11 
12.83 13.23 13.74 14.46 15.45 16.91 18.90 
13.61 14.01 14.53 15.26 16.28 17.74 19.72 
14.42 14.83 15.36 16.10 17.14 18.59 20.55 
15.28 15.70 16.24 16.98 18.03 19.47 21.39 
16.20 16.63 17.17 17.91 18.96 20.38 22.26 
17.18 17.61 18.14 18.89 19.93 21.32 23.15 
18.21 18.63 19.17 19.92 20.94 22.30 24.08 
19.28 19.72 20.25 21.00 21.99 23.31 25.04 
20.41 20.84 21.37 22.11 23.07 24.36 26.03 
21.57 22.00 22.53 23.25 24.19 25.44 27.08 
22.78 23.21 23.73 24.43 25.34 36.55 28.19 
24.03 24.46 24.97 25.65 26.53 27.72 29.39 








INTERNATIONAL LIFE’S PLANS 





Issues Several New Policies and Broad- 
ens Facilities for Meeting Policy- 
holders’ Needs 





The International Life of St. Louis is 
now issuing an endowment at age 65, 
rates on which will be included in the 
new rate book that will be ready for 
distribution this month. The 1926 divi- 
dend schedule is now being distributed, 
showing an increase over the 1925 scale. 
New disability rates on total and per- 
manent disability clause covering waiver 
of premiums and annuity for life are 
slightly higher than those heretofore 
used. The granting of this waiver and 
annuity disability will be considered in 
the future in cases of single, self-sup- 
porting women over 30 years of age 
who are occupying positions in the world 
similar to those held by men. 

Disability No. 3, which provides for 
the maturing of the policy by paying 
one-tenth a year for 10 years, will also 
be granted to single self-supporting 
business women at standard rates and 
to other single women and married wo- 
men at double the standard rates. The 
new lower rates on the double indem- 
nity provision are as follows: ages 15-40, 
$1.50 a year; 41-45, $1.75; 46-50, $2; 
51-55, $2.25. The double indemnity 
will be granted at rated premiums in 
many cases where heretofore it has 
been denied. 

The child’s endowment policy will be 
discontinued and in its place there will 
be offered four juvenile policies as fol- 
lows: 20-pay endowment at 85; 20-year 
endowment; 15-year endowment and 
endowment at age 18. These policies 
will be issued from ages six months to 
nine years and will provide for payment 
in event of death on each $1,000 as fol- 
lows: Under one year, $100; under 
two years, $200; under three years, 
$400; under four years, $600; under five 
years, $800 and over five years, $1,000. 
Cash and loan values will be contained 
in all these policies and the beneficiary, 
who must be the parent or guardian, 
will be the applicant and the owner of 
the policy. 

The new commercial whole life policy 
on a nonparticipating basis will be is- 
sued in units of $2,000 and upward and 
provides for $2,000 insurance during the 
first five years, $1,500 during the sec- 
ond five years and $1,000 thereafter. 








The premiums also reduce in five year 
intervals. 

The preferred life policy will be dis- 
continued in the new rate book and in 
its place, will be issued the new select 
life to be written only on first-class 
lives and selected occupations and only 
in amounts of $5,000 and over. The 
ten year term, renewable and convert- 
ible, will be offered with premium rates 
from ages 20 to 45. The regular 5, 10, 
15 and 20-year term convertible poli- 
cies will be continued as in the past. 
The new 10-year renewable form will 
have higher premiums on the convert- 
ible form. Double indemnity and dis- 
ability No. 3 will be granted on this 
10-year term policy. The company is 
also issuing a five year term automati- 
cally converting to new select life. The 
new combination will have premiums 
for the first five years, the same as the 
five year convertible term and in the 
sixth year will automatically convert to 
the new select life with a conversion 
commission to the field men. The mul- 
tiform policy will be discontinued inso- 
far as the rate book is concerned. 

There will be new policies and various 
applications of present pdjlicies to a 
number of new plans of which the fol- 
lowing are a few: Mortgage redemp- 
tion insurance plan; immunity plan, 
monthly premiums; group insurance: 
thrift policies; life annuities; preferred 
annuities; special $100,000 single prem- 
iums; annuity insurance policies. 





WAIVES PREMIUM REDUCTION 





New York Life Will Not Subtract 
Fractional Payment Due at Death 
from Policy 





The New York Life has announced 
its intention to issue new policy forms 
which do not require deduction from 
the face value of the insurance of the 
balance of fractional premiums not paid 
at the death of the policyholder during 
any policy year. This is to be applied 
to all policies now in force, 4s well as 
to those which will be sold in the future. 
The New York department has an- 
nounced that it would approve the fol- 
lowing method of procedure as regards 
policies under which true fractional 
premiums are being collected: The com- 
pany must continue to value all of its 
policies on the basis of the mean re- 
serve now being used and will set up 
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additional reserves calculated so as to 
equal approximately the value of the 
benefit added to the contract and the 
deferred premiums must be calculated 
as at present, but a deduction will be 
made therefrom. The amount of the 


deduction will be calculated so as to/| 


equal approximately the value of the 
deferred premium which the company 
will not collect on account of deaths of 
policyholders prior to the policy anni- 
versary in the preceding calendar year. 
Superintendent Beha states that inas- 
much as the quarterly and semi-annual 
premiums of the New York Life have 
sufficient loading to carry this additional 
liability besides a reasonable interest 
rate, it is, in his opinion, not discrim- 
jnation under the law and is fair to the 
policyholders. 


LIMIT HAS BEEN INCREASED 
Announcement Has Been Made by the 
Equitable Life of New York 
on Change 


| Age at Stand- -———Sub-Standard——_, 
issue ard P Q R Ss T 
Seecsecen 340 130 100 70 45 30 
ae 330 115 85 60 40 25 
le date at 320 105 75 55 35 20 
Ge sseccees 295 95 65 50 35 20 
_— ee 265 85 60 45 25 20 
a 235 7 50 40 26 15 
Gpesccses 205 60 45 30 20 15 
re 180 50 35 30 20 15 
Geenntees 155 50 35 25 15 15 
Geecceces 130 40 25 20 15 15 
Gbsrccncve 110 30 25 15 15 15 
Giveceses 90 30 20 15 15 15 





| provided 


The Equitable Life of New York has | 


increased its limit on individual lives, 
both standard and substandard. A table 
is given showing the maximum amount 
of new insurance which will be allowed 
to run a period of one year on an in- 
dividual life: 


(Stated in thousands) 
-—Sub-Standard 














Ageat Standard P 
issue New total Newtotal New total 
10-14.... 10 10 o° _ 
15-17.... 25 50 5 10 5 10 
18-20.... 50 100 15 30 10 20 
21-24....150 250 40 65 30 50 
25-50. 300 300 75 125 60 100 
51. 285 300 70 «6120 55 90 
52. 270 300 70 «#6110 55 85 
53....265 300 65 105 50 80 
54....240 300 60 100 50 75 
55....331 300 55 90 45 70 
56....205 300 50 80 40 60 
57....185 280 45 75 35 55 
58....165 250 40 65 35 50 
59. 145 220 35 55 30 45 
60 125 190 30 45 25 40 
61 110 165 25 40 20 35 
62 95 145 25 35 20 30 
63.... 80 120 20 30 15 25 
64 65 95 15 25 15 25 
Gescee OO 75 15 25 10 20 
Sub-standard 
Age at R Ss yy 
issue New total Newtotal New total 
15-17.... 5 10 5 10 5 10 
18-20 10 15 5 10 5 10 
21-24. 25 40 20 30 15 25 
5-50. . 50 75 35 55 25 40 
51. 45 70 35 55 25 40 
62.... 45 70 35 55 25 35 
ar 65 30 50 20 35 
54. 40 60 30 45 20 30 
ae 55 30 45 20 30 
56. 35 50 25 40 15 25 
57 30 50 25 35 15 25 
58. 30 45 20 35 15 25 
seca ae 40 20 30 10 20 
60 20 35 15 5 10 15 
61. 20 30 15 25 10 15 
62. 15 25 10 20 10 15 
Glwce 25 10 15 10 15 
O6..-- 20 10 15 10 15 
G.... 15 10 15 10 15 
The limits for sub-standard business 


for which extra premium “U” is charged 


are $15,000, new, and $25,000, total, for 
ages 25 to 53, and $10,000, new, and 
$15,000, total, for ages 55 to 65. The 


society will accept for its own retention 
Standard insurance on the term plan, at 
ages 21 to 60 only, up to one-third of 
the limits shown in the above table. 
Applicants rated sub-standard will not 
be accepted on the convertible, guaran- 
teed investment or term plans. 


Reinsurance Limits 


The following table shows the amounts 
which the Equitable may accept for re- 
insurance on males’ lives, permanent 
Plans, in addition to the amounts for its 
own retention given above. For female 
applicants the amounts of reinsurance 
are approximately 45 per cent of the 





corresponding figures for male lives 
(stated in thousands): 
Age at Stand- -——Sub-Standard 
issue ard P Q R Ss = 
..) 50 15 10 10 10 10 
a 100 40 2 20 15 10 
i. ee 250 90 70 55 40 25 
ee 400 175 135 100 70 45 
_ oe 380 160 125 90 65 45 
=e, 365 155 120 85 60 40 
___ Seer 350 145 110 75 50 30 


; 65. 





Sub-Standard Limits 
reinsurance limits for 
sub-standard business for which extra 
premium “U” is charged are $25,000 for 
ages 25 to 52 and $15,000 for ages 54 to 
The maximum reinsurance for term 
coverage is $68,000 at ages 21-24 and 
$91,000 at ages 25-50. 

“Of the amounts of life insurance ac- 
cepted for reinsurance on male lives,” 
says Agency Vice-President Davis, 
“$12,500 may carry double indemnity and 
regular disability benefits, or $50,000 may 
carry waiver of premium benefit only, 
the Equitable has under its 


The maximum 


| 


| 


| retention to an amount below 


| reinsurance 


|} in force 


own policies granted corresponding 
benefits for its maximum limits, but in- 
surance carrying these benefits will not 
be written for reinsurance unless we 
already have our limit of life insurance 
on the life. In other words, 
unless the life insurance would, in the 
regular course, be reinsured any way it 


will not be reinsured in order to grant 
these benefits, 
“Where the Equitable limits its own 


the limits 
first table, the amount of 
will be correspondingly re- 
duced. Where our limitation is based 
on finances or limited insurable interest, 
no additional insurance will be granted 
for reinsurance.” 


shown in the 


Montana Life 


The Montana Life has revised all of 
its policy forms, clarifying the word- 
ing and securing a more logical arrange- 
ment. The contestability period has been 
changed from one year to two years. 


| Double indemnity, disability, monthly in- 


come and other benefits will appear as 
part of the policy. First payment of dis- 
ability income is to be made immediately 


upon receipt of proof of permanent total 
disability or proof that total disability 
is continued for three months, without 
a waiting period. The rates have been 
increased slightly to take care of the 
excess payments under this new benefit. 


Insurance to cover loans may now be 
applied for or renewed up to age 64, 
inclusive, instead of 59. The methods 


for payment of death benefits have been 
amplified and liberalized. Options 1, 
3 and 4 are similar to the old options, 
Under option 2 any fixed amount may be 
paid until the full claim, plus interest, 
has been paid. All of these options 
guarantee 3% percent interest, plus any 
additional interest that the company may 
grant. A new rate book is in the hands 
of the printer and will be ready for dis- 
| tribution shortly 


Guardian Life 

The Guardian Life has been prepared 
; to issue a professional men's disability 
clause to certain limited classes of appli- 
| cants. Under the new special clause, 
total disability is defined to mean the 
| inability to pursue those duties usual.to 


the insured’s customary occupation. This 
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The 
Policyholders’ 
Company 








52.4% 


of the new business issued by The Northwestern 
Mutual Life Insurance Company of Milwaukee, 
Wisconsin, in 1924 was upon applications of 
members previously insured in the Company. 
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MILWAUKEE 





THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 


MILWAUKEE, WISCONSIN 


W. D. Van Dyke, President 





Once a Policy- 
holder—Always 
a Prospect. 
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GEORGIA 


NOW OPEN 


District Managers wanted in Augusta, Macon, Savannah, Voldosta and Columbus. 
Also agents in smaller towns wanted by 


ROCKFORD LIFE INSURANCE COMPANY 


Write to 


Francis L. Brown, Secretary, Rockford, Illinois 


or to 


R. E. BEYSIEGEL, DISTRICT MANAGER, 
532 HURT BUILDING, ATLANTA, GEORGIA 
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GET WITH A 


LIVE COMPANY 


That’s progressive, full of pep and does things 
for its Agents and Policyholders like the great 


BANKERS LIFE COMPANY OF IOWA 


The most popular company in the field today—with the fastest 
selling policies ever offered—and backed by an Agency force 
that’s breaking all records. 


FOR FULL TIME MEN WE OFFER— 


i—Free Schooling starting soon. 

2—Free Circularizing. 

3—High grade premium notes handled. 

4—Advances against commissions on high grade premium notes. 

5—A Line of Special Estate and Income Contract Unsurpassed. 

6—Rate Book illustrations that help you sell and sell big. 

7—Preferred disability for professional men and executives that is 
written by no other Company. 

8—Regular Disability and Double Indemnity. 

9—Preferred Risk Rating and Class A, B and C Ratings. 

10—Covering the entire field as no other Company covers it. 

11—Monthly Saving plan for employees in groups of five or more. 

12—Other helps such as no other Agency offers you and backed by a 
live General Agency Staff. 

13—If you want to sell the best and most popular Estate Contracts in 
the Field—Join the Chicago “I WILL” Agency. 


Brokerage Business Handled 


De FOREST BOWMAN 
AGENCY MANAGER 


BANKERS LIFE COMPANY OF IOWA 


80 E. Jackson Blvd., Suite 637-649 CHICAGO 
Phone Harrison 8054 




















Central States Life 


Insurance Company 
St. Louis, Mo. 


General Agency Openings in 


ILLINOIS 
MISSOURI 


FLORIDA 
SOUTH DAKOTA 


All Ages up to 65. 

Participating and Non-Participating. 
Standard and Sub-Standard. 
Disability and Double Indemnity. 


ASSETS: $6,500,000 
INSURANCE IN FORCE $65,000,000 

















will be issued on male risks between ages 
25 and 50, engaged in the following occu- 
pations: 


lawyers, executives of large institutions, 
qualified osteopaths, auditors and ac- 
countants possessed of proper degrees, 
male teachers in high school or col- 
leges who have been teaching for at 
least three years prior to application. 


Atlas Life 
The Atlas Life of Tulsa, Okla., is now 


sons between 15 and 45 years on amounts 
up to and including $2,000. New agents 
will not be permitted to write on the 
non-medical basis unless they are full 


Physicians and surgeons, dentists, | 


writing non-medical insurance on per- | 


| time agents, and then not until they 
have submitted and paid for at least 15 
| applications for an amount not less than 
$30,000. 


Ohio State Life 


| 
| 
| 
| The Ohio State Life announces that in 
| 1926 an extra cash dividend will be paid 
|on preferred dividend policies. The 
payment will be made on the anniversary 
| date of such policies issued between 190¢ 
|} and 1921, inclusive. 

| 


Central States Life 


The Central States Life of St. Louis 
has adopted the non-medical selective 
| plan for $2,000. 








NEWS OF LOCAL ASSOCIATIONS 


| 


| 














Representatives of Local Organizations 
Launch State Body at Meeting 
in Dallas 


tives of the state at Dallas. 
Life at Fort Worth, was elected president ; 


the Aetna, vice-president, and E. B. 
Thorpe, Dallas, secretary and treasurer. 


was patterned after the constitution that 


the associations represented at the meet- 
ing. The meetings of the Texas associa- 


take place in October. It is planned to 
hold a two-day meeting filled with a 


member in the local associations. Texas 
has approximately 500 underwriters in 


percent of the entire volume of business 
in the state. 
. 2s 


the Madison association, Harold R. Noer 
was elected president for 1926; William 
F. Winterble, first vice-president; N. T 


Lowe, secretary, and Phil C. Branch, 
treasurer. The members also elected A. 
¢, Larson a member of the executive 
committee for three years. He will rep- 
resent the Madison association at the 
regional meetings of the National asso- 


tion. 
* * * 


Colorado—Members of the Colorado 
association with their wives and friends 
held their New Year frolic in the audi- 
torium of the Capitol Life building, 
Denver, with 200 present. Featuring the 
program was a presentation by the Otis 
players of the life insurance playlet, 
“Thy ‘Will’ Be Done,” under the direc- 
tion of Otis B. Thayer. J. A. Culbreath 
and Ernest C. Orr, local life under- 
writers, poked fun at fellow members of 
the organization in a black-face comedy 
sketch. 

Dancing and serving of refreshments 


| 
eta | 
The Texas State Association of Life | 
Underwriters was launched at a recent | N 
meeting of local association representa- | 


Marks, Jr., manager of the Indianapolis | 
| director of the life insurance training 


Parke Houston, El Paso, general agent of | 











brought the frolic to a close. President 
I. Samuels of the Colorado association | 
was in charge of the festivities. 

x * x 


Gary, Ind.—Lloyd Douglas, president 
of the Gary association, reports that 
tentative plans have been made for a 
banquet and dinner dance Feb. 12, 
which the public would be _ invited. 
Mansur B. Oakes of Indianapolis will 
speak at the banquet. 

* * * | 
Chicago—John M. Holcombe, manager | 
of the Life Insurance Sales Research 
Bureau of Hartford, Conn., will be the 
speaker at the January meeting of the | 


* * * 
Sioux City, Ia.—The Sioux City associa- 
tion has planned an important meeting 
for Jan. 14. Members of the Sioux City 








TEXAS ASSOCIATION FORMED | underwriters. The main address wil! be 
| by 
| trict attorney in Chicago, who is also 


Edwin A. Olson, United States dis- 


president of the Mutual Trust Life. He 
is expected to develop the subject of life 


ls . Py : . 
| insurance in a manner which will be of 


particular interest to lawyers and 
bankers. 
* * * 


New York—At the next meeting of the 
ew York association, to be held Jan 
12, the speakers will be Thomas C. Bell, 
assistant superintendent of agencies of 
the Mutual Life; Dr. Griffin M. Lovelace, 


courses at New York University, and M 
H. H. Joachim of the Lee Keedick Lec- 


| ture Bureau. Mr. Joachim is a_ well- 
: 7 : : known 
The constitution adopted at the meeting | 


lecturer with several years’ 
insurance experience as an agent of the 
Union Central Life. Honorary life mem- 


is now used in New York, Ohio and In- | bership in the New York association will 
diana, and was subscribed to in writing by | : 
; the presentation address being made by 


be conferred on Mr. Bell at this meeting, 


Robert H. Hardy, general agent of the 


“ - . . | Mutual Life. An attendance of -arly. 
tion will be held in April and October | aes a ee 


of each year, with election of officers to | 


700 is expected. 
* * * 


North “*Texas.—The annual sales con- 
gress of the North Texas Association of 


complete program at the first regular | Life Underwriters will be held in Dallas 
meeting in April, which will probably | 
be held in Dallas. The dues of the state | 
association are 50 cents a year for each | 


the third week of January. Invitations 
have been sent out to the members of the 
association urging them to attend, and 
the business men of the section are also 
invited. Those in charge of the arrange- 


“es 5 _. | ments announce the general discussions 
the local associations, writing about 75 | this vear will be 


in charge of Charles J 
Rockwell, formerly of the insurance de- 
partment of the Carnegie Tech. Mr. 
Rockwell will be in charge of the insur- 


Madinon, Wis.—At the last meeting of | @Mce school to be staged under the 


auspices of the Houston association, 
which onens Jan. 25. Orville Thorp was 


; in charge of the committee which per- 
Ames, second vice-president; Arthur N, | fected the arrangements for the con- 


gress. E. J. Montague and Russell § 
King are among the other important 
speakers for the occasion. The congress 
will extend over two days. It is ex- 
pected that a number of the members of 
the Fort Worth association will be in 


ciation, and also at the national conven- | Dallas for the congress. 


*x* * * 


Decatur, I1l.—The Decatur Life Under- 
writers Association last week elected J 
H. Copeland, president; Lee Watson, 
vice-president; Bert Hedges, secretary. 
and J. E. Roby, treasurer. F. W. Mack, 
E. W. Spence and E. H. Foster compris 
the executive committee. 

* * * 


Cleveland—The annual meeting and 
election of the Cleveland Life Under- 
writers Association will be held at the 
Statler hotel, Jan. 15. Dr. Mellliar H 
Lichliter, pastor of the First Congrega- 
tional Church of Columbus, Ohio, has 
been secured to give the Cleveland 


| underwriters his famous inspirational 


lecture, “The Schoolmaster’s Dream.” 
* * * 
Kansas City—The Kansas City asso- 
ciation is introducing several special 
features in its regular monthly luncheon 


Jan. 8. Joseph T. Gallagher, an official 
to {of the Northwestern Mutual Life from 


the home office, will be the principal 


| speaker. His subject is the “Moral Test 
| of Life Insurance.” 


* * * 
Philadelphia—Henry M. Chubb has just 


| been appointed executive secretary of 
| the Philadelphia association. This is a 


os : | newly created position. He is the son 
Chicago association to be held Jan. 12. |of Richard M. Chubb, 


widely known 


| agent of the Provident Mutual Life. He 
was graduated from the University of 
Pennsylvania in 1923 after which he 
spent a year in the automobile insurance 
Bar Association and the Sioux City | business. 
Clearing House will unite with the life | of the Provident Mutual. 


Last year he was an agent 


January 


——— 
—_ 


The Pr 
lowing rT 
B. Hu 
tendent 
Agent 
promote 
Agent 
is promo 
City. 
Superi 
ferred f! 
J. B. 
tendent 
Agent 
intenden 
a newly 
E. M. 
intenden 
of a ne 
Superi 
ferred f 
apolis n 
created 
Agent 
is prom¢ 
ter. 


east, is 
Madison 
A ne 
Piqua, ¢ 
ville an 
pendent 
promote 
trict. 
moted 
Vv. Cc. Gr 
at Tro) 
created 
Super 
2, is pre 
Inspe 
manage 
Super 
ferred 
Agen 
moted 
Supe! 
ferred 
Agen 
moted 
Supe 
dotte, i 
inspect 
Agen 
moted 


Andre’ 
Babine 
Jersey 
Moines 
Eugen 
Wolfe, 
lyn 4; 
Robet! 

Pror 
VanKi 
to an 
Abrah 
Brook 
at Br 
Assi 
Tenne 
Tolede 
Portla 
liam J 

Oth 
assist: 
intend 
from 
North 
agenc 
Worce 
agenc 
to cl 











January 8, 1926 








LIFE INSURANCE EDITION 


intendency of that district Mr. Johnson | 








started with the company: as an agent 

Aug. 11, 1925, in the Logansport district 
President Stephenson, Vice-Presiwent | 

Burkart and Assistant Secretary Johnson 














g | WITH INDUSTRIAL MEN 


CHANGES. IN PUBLIC SAVINGS 


Number of Promotions Have Been 
Made Involving Men Out on 
the Firing Line 


The Public Savings announces the fol- 
lowing recent changes in the field: 

B. Humphreys is appointed superin- 
tendent in Indianapolis south. 

Agent W. C. Roberts, Anderson, Ind., is 
promoted to superintendent. 

Agent B. E. Brooks, Evansville, Ind., 
is promoted to superintendent at Oakland 
City. 

Superintendent F. J. Leahy is trans- 
ferred from Detroit 3 to Detroit 5. 

J. B. Rafferty is appointed superin- 
tendent at Detroit 3. 

Agent W. Miller is promoted to super- 
intendent at Piqua, O., to take charge of 
a newly created superintendency. 

E. M. Kitzmiller is appointed super- 
intendent at Columbus, O., to take charge 
of a newly created superintendency. 

Superintendent C. H. Shipp is trans- 
ferred from Rochester, Ind., to Indian- 
apolis north, to take charge of a newly 
created superintendency. 

Agent W. L. Flowers, Plymouth, Ind., 
is promoted to superintendent at Roches- 
ter. 

Agent G. W. 
east, is promoted 
Madison, Ind. 

A new district has been created at 
Piqua, O., to consist of the Sidney, Green- 
ville and Troy superintendencies. Inde- 
pendent Superintendent E. J. Fath is 
promoted to manager of the Piqua dis- 
trict. Agent D. W. Newlands is pro- 
moted to superintendent at Piqua, O. 
V. C. Graham is appointed superintendent 
at Troy to take charge of this newly 
created superintendency. 

Superintendent F. Youngblut, Detroit 
2, is promoted to home office inspector. 

Inspector J. W. Jones is promoted to 
manager of Detroit 5. 

Superintendent P. L. Lindzy is trans- 
ferred from Detroit 2 to Detroit 4. 

Agent R. A. Parks, Detroit 2, is pro- 
moted to superintendent. 

Superintendent R. E. Knowles is trans- 
ferred from Detroit 5 to Detroit 4, 

Agent F. H. Klein, Detroit 1, is pro- 
moted to superintendent at Detroit 2. 

Superintendent D. J. Beffel, Wyan- 
dotte, is promoted to resident home office 
inspector. 

Agent L. Smith, Wyandotte, is 
moted to superintendent. 


Denham, Indianapolis 
to superintendent at 


pro- 


CHANGES BY JOHN HANCOCK 


Promotions and Transfers Are Made 
in the Industrial Development 
in Different Sections 


The following have been promoted by 
the John Hancock from the rank of 
agents to assistant superintendents in 
the districts of their service: 

James E. Mulcahy, Salem, Mass.; Fred 
W. Voelpel, Kansas City, Mo.; David J. 


Coleman, St. Paul; Alexander H. S. 
Brucker, St. Paul; Peter H. Mitson, 
Providence; Thomas Fletcher, Portland, 
Me.; Dorr L. Fox, Portland, Me.; Walter 


Andrews, Cincinnati No. 2; Vianney P. 
Babino, Minneapolis; Mack E. Tilleman, 
Jersey City; Cornelius J. Coleman, Des 
Moines; George T. Nelson, Fort Wayne; 
Eugene R. Dibble, Minneapolis; Irving M. 
Wolfe, Brooklyn 4; Paul Schieren, Brook- 
lyn 4; William B. Emory, East St. Louis; 
Robetr Parr, Pawtucket. 

Promoted and Transferred: Charles B. 
VanKirk, from agent at Albany, N. Y., 
to an assistancy at Pittsfield, Mass.; 
Abraham Tannebaum, from agent at 
Brooklyn 4 to assistant superintendent 
at Brooklyn 1. 


Assistants Transferred: Leonard S&S. 
Tenney, from Grand Rapids, Mich., to 
Toledo, O.; William H. Howard, from 


Portland, Me., to Hyde Park, Mass.; Wil- 
liam A. Lee, from Toledo to Detroit 2. 
Other Changes: Moses Penzick, from 
assistant-at-large to an assistant super- 
intendent at Brooklyn 1; John P. Burke, 
from clerk at Haverhill, to cashier at 
North Adams, Mass; Alexander Johnston, 
agency supervisor, to an assistancy at 
Worcester, Mass.; Edward A. Norton, 
agency supercisor at Worcester ordinary, 
to claim adjuster and application in- 


are making a trip through Indiana, dur- 
premium | ing which time they will address meet- 
ings at different points that will be at- 
tended by every industrial representative 
that the company has in Indiana. 


spector at Worcester weekly 


agency. 


Western & Southern News 

Vv. B. Riggs, formerly assistant at 
Detroit-Grand River for the Western 
& Southern, is always to be found at the 
top of the leadérs’ list or thereabouts. 
This has resulted in his promotion to the 
superintendency of the new district at 
Pontiac, Mich. 

c. C. Henslee, formerly home office in- 


Two New Agencies Established 


Two more industrial agencies have 
been established by the John Hancock | 
Mutual Life, one in Brighton, Mass., to | 
which Superintendent Elzholz of the 
Salem, Mass., agency is to be transferred 


spector of Division “A,” has been ap- | The other will be at Flushing, L. L, with | 
pointed superintendent of the newly Superintendent Stelzman of Newark, 
opened district at Wyandotte, Mich. N. J., being transferred to this agency. | 


The Middletown district staged a 
children’s special week in conjunction 
with president's greeting week and sent 


NEW YORK LIFE HAS NEW. 


in 54 ordinary applications for a total 
eae lenemaiiean sak Waked sou DISABILITY RATES| 


application in large letters: “Children's 


. . ae ‘ONTINUE "ROM PAGE 
Christmas Special. (CONTINUED FROM PAGE 1) 


Lae for a period of not less than three con- 

. : secutive months immediately preceding 

Conservative Life Changes the receipt of proof, has been totally | 

Cc. W. McCoy, who started with the | disabled, the first income payment for | 

Conservative Life of South Bend as an/|the three months of disability will be- 

agent at Kokomo, Ind., Dec. 11, 1924, is | come due upon completion of the third 
promoted to the superintendency at | month of such total disability 

Ft. Wayne, Ind. Policies issued on endowment forms 





of disability occurring | 


endowment, | 


provide, in event 
maturity of the 


Agent Delbert Johnson of the Logans- 
port, Ind., staff, is promoted to the super- | before the 


23 


insured during 
disability 


for a life income to the 
the continuance of total 
: ee eS 

Waiver of Premium in Event of Dis- 
ability.—If the company is unwilling to 
include either Disability Benefit No, 1 
or No, 2 in the full amount of insurance 
applied for, we will consider the addition 
of the waiver of premium feature to that 
portion of the insurance issued without 
disability benefits up to $100,000 Any 


old insurance previously issued providing 
for any form of disability coverage to 
count in this limit No policy will be is- 
sued providing for waiver of premium 
alone, unless the applicant has the full 
limit the company will grant, providing 
for disability income 
x oe 


Interest on Claims.—l'olicies hereafter 
issued will provide for the payment of 
interest on death claims from the date 
proof of claim is received at any office of 
until the date settlement is 

home office This same 


the company 
made at the 


benefit will be granted under all policies 
heretofore issued where the insured's 
death occurred after Jan. 1, 1926 
a. SS 

Term Policies.—Term policies hereto- 
fore issued for periods of five, ten, fifteen 
or twenty years are withdrawn Here 
after term insurance policies will be is 
| sued with term periods of seven and 
fourteen years, providing that the policy 
may be exchanged for one on the ordli- 
nary life plan within five and ten years 
respectively Term policies may, if re- 
quested, be issued providing for Dis- 








Our Agents Have 


A Wider Field— 


Because We Have 


Age Limits from 0 to 60. 


Policies for substantial amounts (up to $5,000) 


Semi-annual or Quarterly Premium plan. 
Participating and Non-Participating Policies. 


Same Rates for Males and Females. 
for Males and Females alike. 


nothing. 


S. D., W. Va., Wyo. 


of CHICAGO, ILL. 


B. R. NUESKE, President 








An Increased Opportunity 


variety of Life and Endowment plans, thus enabling parents to 
buy all of the Family’s insurance .on the Ordinary, i.e. Annual, 


Double Indemnity and Total and Permanent Disability features 


Standard and Substandard Risk Contracts, i. e. 


We have openings in Ala., Ariz., Ark., Dela., D. C., Fla., Ga., Il. 
Ia., Kans., Md., Mich., Minn., Miss., N. M., N. C., Okla., 


THE OLD COLONY LIFE INSURANCE COMPANY 


The Company has its Home Office in its own building at 166 W. Jackson Blvd., running 
through to Quincy and Wells Streets, right in the heart of Chicago’s Financial district. 


for Children on 


less work for 
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“Protector of the Home” 


its premium 
its assets... 
its reserves 


the State of 





In Five Years 
this Company has increased 


its business in force.........147% 


income.........133% 


Serer 
bdudaieiinei sine oh 


its surplus to policyholders. .17.5% 


It’s a good Company 
to tie to 


For the right man, we will enter 


Florida. Many oppor- 


tunities are available in Ohio, Ken- 
tucky, West Virginia, Tennessee, 
Michigan, Pennsylvania, New Jer- 
sey, Mississippi, Arkansas, Texas, 
Nebraska and Iowa. 


THE OHIO NATIONAL LIFE 
INSURANCE COMPANY 


CINCINNATI, OHIO 


W. F. Macallister, Agency Mgr. 
T. W. Appleby, Pres. 

















If 
Territory does make a difference 


If 


Close cooperation is necessary 


If 
A friendly interest is needed 


If 

You are a producer 
If 

You believe in yourself 
If 

You want a REAL job 


Write or wire 


S. M. CROSS, President 


OLUMBIA LIFE 


INSURANCE COMPANY 


Cincinnati, Ohio 


‘in Wisconsin or Canada. 














FROM A 


Life 





One Company 
40 Popular Life Forms 


COMPLETE COVERAGE 


SINGLE SOURCE 


Health Accident 


Life Policies—Disability Policies—Accident 
Policies 
Sub-Standard Standard Super-Standard 


One Correspondent 
7H &A and Auto Injury Forms 


One Contract 
Group Protection 


WE WANT REPRESENTATIVES in Ohio, Indiana, Kentucky, Michi- 


gan, Pennsylvania, West Virginia, Texas, 


Oklahoma, California. 


TELL IT ALL in your first letter—your confidence will be duly respected 


pending your decision to accept or reject. 


THE OHIO STATE LIFE INSURANCE COMPANY 


COLUMBUS, 


OHIO 


| would be placed at a tremendous and 




















ability No. 1 and Double Indemnity Bene- 
fits. Term policies will not be issued 
in Missouri. 

*x* * * 


No Premium Deduction to Be Made at 
Death.—If the premium is paid in semi- 
annual or quarterly instalments no de- 
duction from the sum insured will be 
made on account of any fractional pre- 
mium not yet due to complete payment 
for the insurance year in which death 
occurred. This benefit will also be ex- 
tended to all policies heretofore issued 
where the insured’s death occurs after 
Jan. 1, 1926. 

*x* * * 


Instalment Benefits.—The new policy 
forms include several new instalment 
options corresponding to the principal 
trust agreement forms. The guaranteed 
income under Options 2 and 3 when paid 
other than in annual instalments has 
been increased. Option 3 has also been 
extended to include a life income to the 
beneficiary guaranteed for five years 
certain and for ten years certain. 


* * * 


Disability Benefits at Younger Ages.— 
If the age of the applicant is under 15 
no policy will be issued providing for 
disability benefits. Upon the insured at- 
taining age fifteen we will consider the 
addition of Disability Benefit No.1 on not 
more than $2,500 of insurance. The com- 
pany later on will consider the addition 
of Disability Benefit No. 1 on a larger 
amount of insurance, if the insured’s 
earned income then justifies such in- 
crease. Between the ages of fifteen and 
twenty, inclusive, Disability Benefit No. 
1 may be included in policies for amounts 
not exceeding $2,500. If, however, the 
applicant at the time of application is 
engaged in a gainful occupation, such 
limitation shall not apply and each case 
shall be considered on its merits. Dis- 
ability Benefit No. 2 may also be issued 
in specially selected cases, but only if 
the applicant is engaged in a gainful 
occupation. 

* * * 

Maximum Amount of Insurance to Con- 
tain Disability Benefits.—The maximum 
amount of insurance that will be issued 
to include Disability No. 2 is $25,000. 
The maximum amount may be issued 
provided the total old insurance out- 
standing with disability benefits provid- 
ing for monthly income is not in excess 
of $25,000. Policies to include Disability 
No. 2 will not be issued on sub-standard 
lives or where the policy calls for an 
extra premium. The maximum amount 
of insurance that will be issued to in- 
clude Disability Benefit No. 1 is $50,000, 
any old insurance outstanding with dis- 
ability benefits providing for monthly 
income, in event of disability, or any new 
insurance with Disability No. 2 to count 
in said limit. 





* * * 

Women.—Women, whether married or 
single, may be granted $2,500 of insur- 
ance to include Disability Benefit No. 1. 
Applications for insurance with dis- 
ability benefits in excess of $2,500 will 
be considered on their merits, and if the 
applicant is engaged in a gainful occu- 
pation, for amounts commensurate with 
her earned income. Policies to include 
Disability No. 2 will not be issued on the 
lives of women. Policies containing Dis- 
ability Benefit No. 2 will not be issued 


ACTUARY’S COMMENTS 
ON COMPANY POLICY 


(CONTINUED FROM PAGE 3) 
important, and that the only and basic 
test of an equitable dividend scale is 
that it should do substantial justice be- 
tween policies over the entire life time 
of the contract. 

It is further admitted that with the 
Guardian as with most others, if first 
year expenses are correctly assessed, no 
dividend is earned during the first four 
or five years of the policy’s existence, so 
that if the requirement that no divi- 
dends should be paid until earned were 
enforced, the participating company 


needless advantage in competition with 
the lower fixed gross premiums of the 
stock company, aside from the obvious 
advantage to the policyholder of having 
an orderly decreasing cost of insurance 
under his policy. 


Old and New Policyholders 
With respect to the question of equity 


as between old and new policyholders, 
in addition to the decrease in the mor- 


= 


tality profit with attained age, mentioned 
above, it must not be forgotten that bet- 
ter sleective methods have resulted in a 
further improvement in mortality in the 
more modern selection and that the cost 
of acquisition pertaining to the com- 
pany’s business has continually and ma- 
terially decreased during recent years, 


Question as to Investments 


Furthermore, the report assumes that 
the current rate of interest should apply 
to all company assets, consequently to 
all classes of policies. It is at least an 
open question whether the policies of 
longer duration, a large part of the 
funds of which were invested in long 
term securities yielding comparably low 
interest rates, should equitably share in 
the high yield obtainable in subsequent 
years on investments resulting largely 
from premiums of newer policies. 


Comparison of Dividends 


As an example of the fallacy which 
has resulted from a consideration of a 
portion only of the factors making up 
the aggregate dividends paid, the state- 
ment that the dividends under endow- 
ment policies are too low in comparison 
with those on the whole life form is 
cited. A practical comparison based on 
the comparative net costs shown by 
other companies as between life and en- 
dowment policies indicates that in the 
case of endowments the Guardian shows 
a relatively lower net cost than on life 
plans, which to a certain extent is justi- 
fied by the high interest rate earned by 
the company. 

Endowment Policies Smaller 


In the criticism made, however, the 
fact that the average size of an endow- 
ment policy is approximately one-third 
of the average of the ordinary life plan 
and that consequently medical fees and 
inspections as well as a large part of 
the home office and agency offices’ ex- 
penses, being a constant per policy, are 
a much higher percentage per $1,000, 1s 
completely lost sight of. 

Finally, it is contended that the prac- 
tices complained of in the report are and 
have been common to a large number 
of the largest and most progressive life 
companies. The state examiner, there- 
fore, finds himself in opposition to the 
opinions of a large majority of the mem- 
bers of the actuarial profession as re- 
gards dividends. 


SEE REASONS FOR INSURANCE 





Three Prominent Policyholders Will 
Speak Before the Lincoln Life 
Underwriters Association 





LINCOLN, NEB., Jan. 7.—An un- 
usual program is announced for the Jan- 
uary 9 meeting of the Lincoln Life Un- 
derwriters Association. Three of the 
heaviest carriers of life insurance in the 
city, J. C. Seacrest, publisher and owner 
of the “State Journal,” Claude S. Wil- 
son, a leading attorney, and F. E. Coats- 
worth, a manufacturer, are to speak on 
“My Reasons for Creating a Life Insur- 
ance Estate.” This is a form of insur- 
ance that has been pushed heavily. in re- 
cent years by life men, and the reac- 
tions and experiences of three business 
men who have been building insurance 
estates for years are expected to prove 
very interesting. 


Sampson Heads Blackstone Agencies 


The Blackstone Agencies will con- 
tinue to represent the Reserve Loan Life 
in Chicago, announcement of the discon- 
tinuance of the representation having 
been erroneous. Mr. Rutstein is, how- 


ever, no longer connected with the 
agency. R. F. Sampson is the new 
manager. 


With Independence Life 


Barney Pearson, publisher of life in- 
surance charts in the west and south- 
west, is reported to have entered the 
service department of the Independence 
Life of Nashville, Tenn. 
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A. E. PATTERSON GIVES SPECIFIC 
SUGGESTIONS TO LIFE SALESMEN 





N an address before the Des Moines 
Life Underwriters Association, Alex- 
ander E. Patterson, manager of a 
million-a-month agency of the Equitable 
of New York in Chicago, gave some 
specific ideas applicable to the work of 
every insurance salesman. He said: 


Value of Cold Canvass 


One of the greatest tonics in our busi- 
ness is what is known as cold canvass, 
or “cold turkey.” A leading underwriter 
in Des Moines told me this afternoon 
that a majority of his business was cold 
canvass. He has already paid for $30,000 
in premiums this year. I know another 
man who religiously sets aside one day 
each week for this sort of work. It is 
hard to do, but is a tower of strength to 
many men in our business. 

Then about prospects. I won't at- 
tempt to touch on the hundred and one 
methods of which you are as familiar as 
Iam. Just one idea along this line. If 
you have 100 policyholders, I claim that 
you should never be out of prospects. 
You can call on these clients of yours for 
help. You are not going to try to get 
them to buy any more life insurance, 
but you want them to give you just one 
name—the name of one man who is just 
getting married, has a new baby in the 
family, has put a mortgage on his home, 
is just starting in business, has recently 
incorporated his business, or a dozen 
such other ideas. Sometimes your client 
will let you use his name when you 
call, while others will object. It is im- 
material, for you have the name of the 
prospect to work on. Do not ask for a 
list as you will seldom get it. True, it 
will be promised, but the time will never 
come when you get it. Then, always go 
back and tell your client what happened. 
Whether you made a sale or not makes 
no difference. And, as a rule, you will 
get another name to work on. 


Playing “Solitaire” With Cards 


Be specific about your prospect cards. 
Many a man has passed out of the pic- 
ture in this business because he has 
spent most of his time sitting around 
the office playing solitaire with the bunch 
of dogeared, moth-eaten prospect cards. 
Try to get in the habit of tearing them 
up before you get into the elevator to go 
to the ground floor, if you are certain 
that that prospect is a dead one. 

Everyone likes to have the specific 
service that life insurance will render, 
but despises the idea of a policy. The 
reason is plain, for none of us likes to dig 
down in our pockets to pay for a policy, 
but we all willing to make a sacrifice to 
secure that service. You are presenting 
for your prospect’s consideration, not a 
policy, but what that policy will accom- 
plish in a specific way. Get the idea that 
you are there to serve a specific need, 
and uncover that need. Then the bat- 
tle is half won. There is no reason why 
anyone should buy a policy of life insur- 
ance just because you are a good fellow, 
or because you represent the best com- 
pany in the United States, or because 
you are a blonde or a brunette! You 
must be able to serve a specific need 
that your prospect may have. You must 
be able to render that specific need, the 
specific service your company has to 
offer. Every man may be likened to a 
telephone switchboard—find the right 
plug—you get the light, and the rest is 
easy. In the parlance of the radio—tune 
in—get on the right wave length. Such 
needs as a contract to cover the clean-up 
fund, wife’s income for life or a specified 
number of years, the liquidating of the 
mortgage, the boys’ and girls’ education, 
inheritance taxes, and many others all 
known to you, are what will interest the 
average man today, and gain attention 
for you immediately. 


Program Idea Overemphasized 


One thing that must be guarded 
against, however, is too liberal use of the 
Program” idea. This has been exten- 


sively discussed during the past few 
years and has been much overdone. 
Some programs that I have seen, which 
have been prepared by men of experi- 
ence, are ridiculous. For instance, there 
will be a little daub for a clean-up fund, 
a very small income to the wife for per- 
haps a few years, then a relatively large 
amount left to provide for the education 
of the children in college after they 
reach the age of 18 years! But what is 
the wife to live on between the time 
that the insured passes on and the time 
the children are ready for college? Some- 
times not enough even to keep the boys 
in grammar school. 


Cover Most Necessary Need 


What I am trying to bring out is that, 
instead of trying to cover all the needs 
a man may have when only a relatively 
small amount of money can be appor- 
tioned for life insurance, find the one 
most necessary need, and hammer that 
home so as to make the necessary pro- 
vision to cover that one specific need. 
If you were a physician you wouldn’t 
give a man a general tonic if he had a 
sprained ankle, would you? Of course 
you wouldn’t, you would go after that 
sprained ankle. Another danger is that 
the agent who is obsessed with the pro- 
gram idea exclusively will sit around the 
office for hours at a time on these pro- 
grams, and in a cold winter such as this 
one is apt to be, he will just naturally 
starve to death. Make your programs, 
if you must make them at all, short and 
snappy and to the point. And the 
shorter they are, remember, the quicker 
they will be digested by the prospect 
and the less there will be to tear apart 
by your competitor. 


Using Telephone in Canvassing 


We utilize the telephone to a large de- 
gree in canvassing. Some of our agents 
never call on a man without first getting 
an appointment over the phone. It can 
be used on cold canvass by many agents 
with an astonishing degree of success. 
Others cannot use it at all. Some men 
use the telephone book for the majority 
of their prospects. If you have phoned 
your man, and told him the name of your 
company, and that you would like to 
seem him at some specific hour the next 
day, and he is willing that you shall have 
five minutes to discuss a service that you 
believe might fit in with his scheme of 
life, you have planned your work for the 
following day in a specific way, provided 
you have enough appointments to keep 
you busy. Keep in mind that every man 
you phone will not be agreeable to see- 
ing you, but if you stick to it you will 
find that the old law of average will 
again work out. After you have become 
experienced along this line, you should 
get one appointment for every three or 
four calls you make. And why should 
this sort of a plan be worthwhile to you? 
Because, first, it saves your time, your 
best asset; second, you can get some 
idea as to the man’s frame of mind be- 
fore you see him, and prepare yourself as 
far as possible; third, he knows that you 
are coming at a certain hour; fourth, he 
knows that you are a life insurance sales- 
man, and he knows that you are coming 
to talk about life insurance. Last, but 


A Record of Service 


The year 1925 marks the seventy-fourth anniversary of the 
Massachusetts Mutual Life Insurance Company. Ever since 1851 
this Company has furnished unexcelled life insurance protection 
at a low net cost and has maintained its record of unswerving 
loyalty to its policyholders. Ths: years have brought wonderful 
growth and prosperity. To-day, as in the past, the whole per- 
sonnel of the Company is imbued with the spirit of service, a 
spirit that permeates the entire activity of the organization. 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


OF SPRINGFIELD, MASSACHUSETTS 
INCORPORATED IN 1851 











Springfield Life Insurance Company 


A MuTUAL LEGAL Reserve Lire INsuRANCE CoMPANY 
HOME OFFICE: SPRINGFIELD, ILLINOIS 


AGENTS WANTED 


We offer to Agents who CAN— 
(1) Liberal first year commissions 
(2) Liberal renewals—thus insuring a permanent income 
(3) Actual—not promised—home office co-operation 
(4) Large actual prospect lists 


Business in Force $80,000,000 




















C. Hubert Anderson, Supt. Agencies 
Springfield, I1l. 


A. L. Hereford, President 
Springfield, IIL 
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CAN YOU QUALIFY 


For a General Agency proposition in Missouri, 
Minnesota or South Dakota, with a Company 
which gives real service to its Agency force, 
and under direct Home Office connection. 


Des Moines Life and Annuity Co. 


“The Company of Co-operation”’ 


DES MOINES - - -« - = IOWA 
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Do your fellow agent a good turn—get him ac- 
quainted with The National Underwriter, the real 
insurance newspaper. 




















Service to Policy Holders 


Live Up-to-Date Policies 


H. B. HILL, President 





MUTUAL LIFE OF ILLINOIS 


HOME OFFICE 
SPRINGFIELD, ILLINOIS . 


An Oid Line Legal Reserve Life Insurance Company 


A Company of Service 


Service to Agents Service to the Public 


Operates under the Famous “‘Registration Act’’ which requires the reserve on every policy issued to be deposited 
and held in Trust by the Insurance Department of the State 


Ordinary Life Limited Payment and Endowments 


A few good openings for good live producers in Illinois. Correspondence Invited 
JAS. FAIRLIE, Vice-Pres.and Actuary F.M.FEFFER, Vice-Pres. and Agency Director DR. J. R. NEAL, Sec. 
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MUTUAL LIFE 


GLOB INSURANCE COMPANY 


of CHICAGO, ILL. 
Assets ~- - «- = «- = « « $1,500,000.00 


“CLAIMS PAID ON SIGHT” 


Paid to policyholders over $1,050,000.00 
The highest grade of service to policyholders and 
representatives 





It Is the Last Word in 
SERVICE 








T. F. Barry, Founder Pose Barry Dietz, President 


The GLOBE weekly news mailed to you every week by 
request without charge. 


Home Offices: 
431 S. Dearborn Street Phone Harrison 1998 




















“THE DISCRIMINATING 
BUYER” 


Specifies Continental 


Continental Casualty Company 


Continental Assurance Co. 
910 S. Michigan Ave. 
Chicago 

















Eureka-Maryland Assurance Co. 
OF BALTIMORE, MD. 


Incorporated Under the Laws of Maryland, 1882 
WE ISSUE 
Standard Ordinary and Industrial Policies 


J. N. WARFIELD, Jr., Secretary-Treasures 


. C. MAGINNIS, President 
+: SaRRY : L. Vice- Dr. JH. IGLEHART, Medical Director 


J. BARRY MAHOOL, Vice-President 











Life Insurance for a Greater Number 


The scope of National Life service is evidenced by the 
number of applications received from the uninsured which 
average about 50% of the total. It is further evidenced by the 
fact that under 46% of the policies becoming claims the insured 
carried no other insurance. 

- A National Life Contract offers the opportunity for increased earnings 
through selling more insurance to more people. Top contracts available in choice territory. 


National Life Association, - Des Moines, lowa 


























not least, it lines up for you in a specific 
way what you are to do during that day. 
Get the habit. 


Value of Standardized Approach 


Most agents are too hazy about their 
story when they get face to face with the 
prospect. We may get all steamed up 
before we get to his office, but as we 
turn the door knob, most of us get stage 
fright. Therefore, as I see it, we must 
get ourselves into the habit of having 
one or two standardized forms of ap- 
proach. Someone has said that the first 
12 feet as you walk into a prospect’s 
office, and the first 12 seconds, and the 
first 12 words are the most important 
in the whole interview. If this is true, 
you can see how vital is our form of 
approach. For example, it is suicidal 
to say in a casual way, “I just dropped in 
to talk life insurance today.” Our pros- 
pect will react to it in a casual way. 
Nor should we use the approach that 
we have the best rock-ribbed, patent 
policy just put on the market, or that we 
have a fine endowment policy—no better 
in the world! What does he care? 
Naturally, his answer to such an ap- 
proach will be “NO,” and make the rest 
of your work all the harder. 


Diplomats, Ladies and Prospects 


Speaking of the word “No” reminds 
me of the story I heard about a group 
of men at luncheon. One asked another 
to comply with a certain request and re- 
ceived the reply, “Emphatically, No!” 
At that another of the group said, “You 
should reply like a diplomat.” Asked to 
explain, he answered, “When a diplo- 
mat says No, he means Maybe. If he 
answers Maybe, he means Yes; if he 
says Yes, he is no diplomat. Or in case 
a lady is asked for a kiss, if she says 
No, she means Maybe; if she says May- 
be, she means Yes, and if she says Yes, 
she is no lady. Again take the case of 
a prospect asked to take out life insur- 
ance. If he says No, he means Maybe: 
if he says Maybe, he means Yes; and if 
he says Yes, he has a heart murmur!” 


Two Specific Approaches 


Seriously speaking, here are one or 
two specific approaches that may be 
used effectively. To a young man with 
no dependents: “If the president of 
your company sent for you to talk over a 
proposition, by which at age 60 you 
could retire from business, you would 
be interested, wouldn't you?” It is 
specific. Another to a man with a son: 
“Mr. Jones, I asked for an appointment, 
because I wanted to talk to you about 
Henry’s education.” Specific and to the 
point. Or in using a facsimile of your 
life income checks, which all of you no 
doubt have for your use: “Mr. Jones, I 
stopped in this morning to ask you how 
you would like to have one of these de- 
livered to your wife each month?” Again 
specific. Or this: “Mr. Jones, would you 
be interested in the advice of ex-Secre- 
tary Hughes on a matter which affects 
you personally? Here is what he thinks 
about a proposal I want to make to you.” 
Then read the following: 

“T claim to be an insurance man, and I 
am the kind of insurance man represent- 
ing millions who are largely dependent 
upon insurance for the security of their 
homes. As a young man I realized that 
there was only one way in which a poor 
man could protect his family from the 
vicissitudes of fortune and make proper 
security against the day which must 
come to us all; and that was through life 
insurance. I have been adding to my 
holdings in life insurance from that time 
to this. If I were to die tonight the en- 
tire protection of my family would to a 
very large extent consist of life insur- 
ance policies.”"—Charles E. Hughes. 

Or as a last quick shot, try this: “Just 
one question, Mr. Jones. Would you 
like to assume the burden of bringing 
up two children and taking care of your- 
self on the income your wife will have?” 


Let Him Talk 


During the interview and while closing 
the case give your prospect a chance to 
talk. Let him talk all he will. Many of 
us outsell ourselves because we do all 
the talking and won't give the prospect 





a chance to say “Yes.” You have all 
heard many stories which illustrate this 
point. Nevertheless you must be on the 
lookout to anticipate a stall. You should 
be able to distinguish between reasons 
and excuses. If you think he is about to 
tell you that he will want to talk*it over 
with his wife, interrupt him and tell him 
the story of “Charley McGillicudy,” who 
was foolish enough to want to do a thing 
like that, etc., and you know he isn't 
that sort of a man! Never argue with 
your prospect, for remember you are not 
trying to win an argument, but rather 
trying to serve his needs. Get him to 
figuring with a pencil and paper. Show 
him some piece of literature which is ap- 
plicable. Keep in mind that we remem- 
ber only one-tenth of what we hear, 
three-tenths of what we see, and five- 
tenths of what we see and hear. Inci- 
dentally, be simple and clear in the 
words you use. Talk in his language. 


Answering Objections 


In the last analysis there are only 
about 20 objections that he can raise. 
Get those codified in your mind and you 
have solved one of your real problems, 
Some of you have heard the objection, “I 
have a friend in the business, etc.” An 
answer to that can be along the line that 
he should buy some of his insurance 
from his friends but not all, because a 
few years from now he may be required 
by circumstances to borrow on_ his 
policy. If this should be the case, he 
would go to his close friend to have him 
prepare the necessary papers. It would 
not be beyond the realm of possibility 
that said agent might go home that 
night and casually remark to his wife 
that “Wasn't it too bad about John Q. 
Prospect; he is so hard up that he is 
finding it necessary to borrow on his life 
insurance.” And you gentlemen will 
agree with me that it is not also beyond 
the realm of possibility that said agent’s 
wife might mention it in a casual way the 
next day at her bridge club! And “Mr. 
Prospect, as you are consulting me ina 
professional capacity, naturally I would 
have no interest in mentioning such an 
occurrence to anyone.” 

To the old statement, “I am spending 
too much money for insurance right 
now” may be made the answer, “Right, 
why not drop some of your fire insur- 
ance.” This will jar him. 


For the Man Who Won't Talk 


The hardest prospect to handle is the 
man who sits there and doesn’t say a 
word. Try this, “Mr. Prospect, will you 
take a pad and pencil and without letting 
me see it, write down the total amount 
of life insurance you are now carrying?” 
When he has done this, then say, “Please 
cross out the three figures from the 
right and the figure that remains will 
represent the weekly income your wife 
can depend upon from your insurance, 
provided she doesn’t have to pay any tax 
upon it, can invest it at an average of five 
and one-quarter percent and doesn’t lose 
any of it.” To explain; if you invest 
$1,000 at an average of 5.25 percent, the 
income will be $52.50 per annum, or ap- 
proximately $1 per week. Twenty-five 
thousand will yield $25 per week. It is 
being specific and will usually make the 
prospect talk, and during that talk you 
can uncover the need which you have 
been seeking. To the man who owns 
his home and has a mortgage on it, you 
can say: 

“Mr. Prospect, would you be inter- 
ested in a plan whereby for about 7 per- 
cent instead of 6 percent on your mort- 
gage, you could have it arranged, in the 
event of anything happening to you, 
Mrs. Prospect could tear up the mort- 
gage and have the home free and clear?” 
This is the idea of using term insurance 
te cover the amount of the mortgage: 
the term premium representing about 1 
percent of the amount required. 

Here is a close on a young man, who 
claims he has no need for life insurance 
because -he has no dependents and all 
that sort of thing: “Mr. Prospect, let 
us assume that you are vice-president 0! 
this organization, and that you have been 
told by the president to fill a certain job 

(CONTINUED ON PAGE 28) 
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Lets Insurance Sell Itself as Natural 


Result of Pointing Out to Prospect 
The Condition of His Present Policies 


natural.result of pointing out to a 

man what the conditions of the in- 
surance already carried by him are, is 
the method employed by L. A. Williams 
of the Northwestern Mutual Life. “The 
biggest opportunity in life insurance to- 
day is for the salesman who will, by 
expert analysis and advice, clear up the 
confusion in which the old insurance 
carried by investors is found,” said Mr. 
Williams. “The majority of men who 
do carry large amounts of life insurance, 
or comparatively large, have bought the 
insurance as a recognized duty, but in 
ignorance of the terms of the policy y. As 
one policy expires, the holder will file 
it away and forget it. 


Do Not Take Advantage 
of the Policies They Have 


the point which 


[natural insurance sell itself as a 


“The weakest point, 
an expert insurance man can always 
touch, is that these men, no matter how 
good they are in their lines of business, 
do not take advantage of their policies. 
They very seldom have exercised any 
of the options in their old insurance pol- 
icies,” 

Here is where the expert salesman, 
the man who professionalizes life insur- 
ance selling, can give needed advice. 
This service, which is performed by 
making an analysis of the condition the 
insurance is in, points the way to the 
carrying of new policies, said Mr. Wil- 
liams. “Out of 23 men to whom I gave 
this service,” he said, “21 of them 
bought policies from me, and I have a 
good chance of selling the other two.” 


Salesman Must Sell 
Himself as Expert 


_ Before selling service, said Mr. Wil- 
liams, it is necessary for the salesman 
to sell himself as an expert. Only three 
minutes are needed for an introduction, 
he said, and in those three minutes he 
can tell whether or not the man knows 
his insurance conditions. Mr. Williams 
chooses only executives, men who are 
known to carry life insurance already, 
for this class of service. 

“Have you ever read a life insurance 
policy?” is one of the questions he asks 
his prospects. Almost invariably, he 


says, they answer in somewhat. this 
fashion, “My word, no, and I never 
would read one, because if I w ould 


wade through, I couldn't understand it.’ 
This affords an opening, such as, “And 


yet your life insurance forms your ma- 
Are you so 


jor investment, I imagine. 








careless as not to know whether or not 
you are getting the right protection for 
yourself and family? 


High Grade Prospects 

Realize Their Obligations 

Mr. Williams believes that it is point- 
less for a salesman to put forth the usual 
cant on duty. “These men all realize 
their obligations,” he explained, “but it 
is up to the salesman to create the de- 
sire for sure protection, to inform him 
if he is unaware of the true condition of 
his insurance investments.” 

Another question used by Mr. Wil- 
liams in introducing himself as an ex- 
pert, and at the same time pointing out 
the need the prospect has of such expert 
advice, is, “Have y you ever had your pol- 
icies programed?” Usually he has to 
explain that this means the allotting of 
certain policies to specific purposes: So 
much for the wife’s income, so much for 
the education of children, so much to 
cover indebtedness at the time of death, 
for federal estate taxes, inheritance tax, 
income taxes, cost of administration, 
family adjustment, bequests, and, if it 
does not develop into a death claim, old 
age and retirement funds and income. 


Asks Questions to 

Arouse Their Curiosity 

“Again, if I ask a man if he has ever 
had his policies abstracted,” said Mr. 
Williams, “he does not know what I 
mean, and I explain that I will list all 
his premiums, the day on which each is 
due, the amount of the premium, the 
total gross premiums he has invested 
in, the total current dividends, total net 
premiums, the year of last payment and 
the time when endowments mature. If 
I ask him if he has named his children 
as contingent beneficiaries, he wants to 
known what I mean, and I explain that 
in order to save probate court costs, in 
case both he and his wife die, he should 
name his children contingent benefi- 
ciaries.” 


Presents Prospects With 

Bookkeeping System 

Mr. Williams presents his prospects 
with a bookkeeping system, and uses it 
as an excuse to go back each year, with 
the possibility of selling him a new pre- 


mium each time he looks over his ac- 
counts. “Most salesmen give service 
after they sell a man, but if they would 


making the service an 
would sell itself, 


do it beforehand, 
opener, the insurance 


| they would find,” 





M. A. NATION, Pres. 


Universal Life Insurance Company 


he said. Mr. Williams 
sold $342,000 worth of insurance in this 
manner in one year. 


Points Out Inconsistencies 
in the Insurance He Has 


As a method of showing a man his 
need for service such as that which Mr. 
Williams offers, he points out to him his 
inconsistencies. “Very often I find a 
man who is carrying term insurance and 
endowment insurance. If I ask him why 
he is carrying the latter, he is often apt 
to reply, ‘Because it saves money.’ I 
then turn to him and say, ‘Why don’t 
you, instead of carrying a heterogeneous 
amount of insurance without knowledge 
of its functions, carry your life insurance 
in order to accomplish some specific pur- 
pose? Have a definite thing to shoot at 
before you fire your gun!’ 


Advises Physical Examination 

as a Part of the Free Service 

“If a heavy policyholder is asked if 
he would take cash payment or paid-up 
insurance at the time his 20-payment 
life policy matures, he does not know, 
and asks for advice. As a matter of fact, 
as I explain to him, it depends on what 
he wants his insurance to accomplish. 





After he tells me that, I advise him to 
take a physical examination, as part ot 


USE OF “VALUABLE 


OST life insurance 
M long to a Rotary, 

some other similar 
holds weekly or monthly 
These clubs are organized on the prin- 
ciple of taking in one man from each 
business or profession, with the under- 
standing that he is to get the business 
in his line of all the 


other members of 
the club. While the club is soc‘al in 
character, it fas this 


salesmen be- 
Kiwanis or 
club which 
luncheons. 


business aspect 
How to bring one’s business to the at- 
tention of his fellow members in a tact 
ful way is the problem. 

Use of the Wallet 


One of the best methods adopted by 
quite a number of life men recently has 
been to purchase from THe NATIONAL 
UNDERWRITER a sufficient number of 
its “valuable paper” wallets to covet 
the membership, have each man’s name 
stamped in gold on the cover, and at 
one of the weekly or monthly lunch 
eons have this wallet placed by the side 
of the plate of each member with thc 
compliments of the life insurance mem- 
ber. Agents who have tried out this 
plan state that it has paid them many 
fold. 4 serviceable, handsome wallet 
can be purchased in lots of 100 at 59 





Dubuque, Iowa 


WE WANT GOOD MEN 





the service extended him without 
charge.” 

Another thing a man, especially a very 
wealthy man, has never thought of, said 
Mr. Williams, is: How is his wife going 
to adjust a lump sum of insurance leit 
to her? How can he be sure she will 
invest it properly? How can he insure 
his insurance? 


Increase Effectiveness 
of Old Insurance 


3y a few questions such as those men- 
tioned, the salesman can sell himself as 
an expert, and he can persuade the man 
appealed to, that he needs the expert's 
advice. Then, by programing policies 
and abstracting them, the expert can 
make the man’s old insurance do three 
times what it was doing before investi- 
gated, and the man himself can see 
clearly the condition his insurance is in. 
It is then that every investor wants to 
carry additional insurance, said Mr 
Williams. 

Mr. Williams was with the North- 
western Mutual Life from 1912 to 1914, 
when he became general agent for the 
Equitable Life of lowa. He then went 
into the advertising business, where he 
remained until 1923, when he again be- 
came affiliated with the Northwestern 
Mutual, with which he has been since. 


PAPER” WALLETS 


cents each, 50 at 69 cents each and 25 


at 84 cents each, with the individual 
name stamped in gold on the cover. 


What the Wallet Contains 


wallet contains the usual en 
“receipts for money paid,” “life 
with dividend record,” “fire 
insurance,” “automobile insurance,” 
“burglary insurance,” “notes and mort- 
gages,” “stocks and bonds,” deeds and 
“last will and testament.” Experience 
has shown that there is nothing that the 
life insurance man can give to his pros- 
pects more suitable than one of these 
wallets. Many agents keep them in 
stock all the time and pass them out to 
The wallets are 


The 
ve k ype s, 
insurance 


new policyholders. 
made in different styles and at different 
prices. One of THe NaTtIoNAL UNDER- 


WRITER salesmen has been going around 
the country selling these wallets to life 
agents who are members of these clubs 
and.the results in all cases have proved 
eminently satisfactory. 


Tue man who defers taking out life in- 
surance until some time as he can spend 
the money for a policy without missing 
it, is apt to reach old age with no insur- 
ance at all. 
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ACTUARIES 


ONALD F. CAMPBELL 


CONSULTING 
ACTUARY 








160 N. La Salle St. 
Telephone State 7298 


CHICAGO, ILL. 








A. GLOVER & CO. 


© Consulting Actuaries 
Life Insurance Accountants 
Statisticians 


29 South La Salle Street, Chicago 








H. NITCHIE 
e ACTUARY 


1523 Assn. Bldg. 19 S. La Salle St. 
Telephone State 4992 CHICAGO 








ARRY C. MARVIN 
CONSULTING ACTUARY 
2105 North Meridian St. 
INDIANAPOLIS, INDIANA 








AIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Denver, Des Moines 








J. McCOMB 
e COUNSELOR AT LAW 
CONSULTING ACTUARY 
Premiums, Reserves, Surrender Val- 
ues, etc., Calculated. Valuations 
and Examinations Made. Policies 
and all Life Insurance Forms Pre- 
red. The Law of Insurance a 


eeeciely 
Bldg. OKLAHOMA CITY 








Actuarial Service Insurance 
Publicity 


ARRETT N, COATES 
CONSULTING 
ACTUARY 


54 Pine Street - - San Francisco 








E L. MARSHALL 
e 


CONSULTING ACTUARY 
Hubbell Building 


DES MOINES, IOWA 








ED D. STRUDELL 
CONSULTING ACTUARY 


722 Chestnut St. 
St. Louis 

















PROFITABLE PARTNERSHIP 


exists between this Company and its agents. 
The Head Office furnishes a lead service 
which permits agents to interview prospects 
known to be interested. A steady, healthy 
growth in the Company’s business is reflected 
in the increased earnings of its agents. 

Fidelity is a low net-cost company operat- 
ing in forty states. Full level net premium 
reserve gasis. Over Three Hundred Million 
insurance in force—and growing rapidly. 

A few agency openings for the right men. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 











EXECUTIVE 
OFFICE MANAGER AND ACCOUNTANT 


Man of exceptional ability, broad experience, ca- 
able of handling all office routine, producing sat- 
sfactory results; possesses tact, sound judgment, 
initiative; clean, successful record; references; de- 
sires change and available after Debruary 1st. 


Address Q-50, Care The National Underwriter 











CASE TO COME UP SOON 


——_—_——_ 


ILLINOIS BANKERS HEARING 





Petition for Injunction to Prohibit 
Transfer of Business to Legal Re- 
serve Company Made 





SPRINGFIELD, ILL., Jan. 7—The 
hearing in the Illinois Bankers Life case 
has been set for Jan. 11 by Federal 
Judge Fitzhenry. The policyholders of 
the assessment company will not meet 
at Monmouth to vote on the proposed 
change to an old line company until 
the present litigation is out of the way. 
Some policyholders from E. St. Louis, 
Ill, and another group from Benton 
Harbor and St. Joseph, Mich., started 
proceedings to attempt to block the 
transfer. An injunction was applied for 
to prevent the reinsurance and Judge 
Fitzhenry will give a hearing on 
whether the injunction shall be issued. 
The petition of E. St. Louis policyhold- 
ers for receivership was denied but they 
will be represented at the injunction 
hearing next week. 


Order Not Issued 


Judge Fitzhenry in federal court did 
not enter an enjoining order when 
agreement was made by counsel for the 
company that no policyholders’ meeting 
would be attempted until after the legal 
complaints had been adjudicated. Judge 
Fitzhenry, however, had indicated that 
if such agreement were not reached he 
would issue the restraining order. At- 
torneys for the company argued that de- 
lay in the case would cost the concern 
nearly $20,000,000 in new business dur- 
ing the month. 

At the court’s suggestion the four 
suits, instituted by policyholders of the 
four states, were consolidated. United 
States Senator Charles S. Deneen, chief 
counsel for the company, may not be 
able to attend the hearing inasmuch as 
his position as chairman of the senate 
sub-committee on election contests ne- 
cessitates his appearance at the capital. 


Hearing Was Warranted 


Judge Fitzhenry, in announcing his 
suggestions for disposition of the cases 
pending, stated that he felt enough had 
been charged and sufficient showing had 
been made by the petitioners to war- 
rant a hearing. He added: “Here is an 
attack, you might say, upon the charac- 
ter of the institution amd I think the 
matter should remain in statu quo until 
the case has been settled.” He made 
the statement in explanation of his atti- 
tude that faith in its officers constituted 
the company’s chief asset and that any 
enjoining order of the court might be 
misinterpreted by the public with con- 
sequent injury to the officers, while at 
the same time he believed that any pol- 
icyholders’ meeting, in furtherance of 
the reorganization, should be delayed 
until a settlement of the pending cases. 

The directors of the company re- 
cently, with the sanction of the Illinois 
insurance department, organized a legal 
reserve company and prepared a con- 
tract which was tentatively approved by 
the state department to provide for re- 
insurance. The counsel for the Illinois 
Bankers’ Life contends that the steps 
contemplated are for the benefit of pol- 
icyholders and not only have approval 
of the state insurance officials but are 
in accord with action taken by other 
insurance companies throughout the 
nation. 





A. E. PATTERSON GIVES 
SPECIFIC SUGGESTIONS 
(CONTINUED FROM PAGE 26) 
in the organization with any one of a 
number of young men in the office. You 
finally simmer it down to two men. Both 
are of the same age, both have had the 
advantage of the same education, both 
have about the same personality, and all 
in all they are as near alike in their 








‘capabilities as two peas in a pod. But 
you find that one has been farsighted 
enough to have taken out a $10,000 20- 
year endowment policy. Everything 
else being equal, which one of them 
would you pick out for the job?” It is 
specific and talking in his language. 


How a Live Man Took 
Advantage of Information 


























HE Equitable Life of New York 
"T tetts how one of its live agents, 

W. R. Dudley of Chicago, took 
advantage of information he secured in 
reading the daily papers to create pros- 
pects. He saw an advertisement an- 
nouncing the establishment of a new 
department in a large corporation. He 





made an investigation and learned that i 
this department was to be in charge of Stephen M. Babbit 
two men. The Equitable then tells this President 


story about his work: 

“He called immediately on the presi- 
dent and suggested that the lives of 
those men ought to be insured for the 
benefit of the corporation. This ap- 
pealed to the president because it so Hutchinson, Kansas 
happened that his own life had been 
insured for $50,000 for the benefit of 
the concern. The insurance had been 
in force for several years and Mr. Dud- 
ley discovered that in the meantime the 
president’s value to the concern, and 
his financ‘al interest in it, had increased. 
So he advised the president to take 
$150,000 of insurance for the benefit of 
his own estate in order that the loss to 
his family in the event of his death 
would be repaired. 

“The result was that Mr. Dudley de- 
livered two policies, one for $100,000 
and one for $50,000, and later on in- 
duced this president to take’an income 
policy for his wife, under which ‘she 























will receive after his death $50 a month Only high-type men and women can ob- 
as long as she lives. This lead en- tain contracts to represent this company. 
abled Mr. Dudley to write several other Open territory in Ohio and Minnesota. 
large policies on the lives of officers of Interesting General Agent’s contract 
this corporation, and the vein has not direct with Company backed by real 
been exhausted. And all this insur- pectin snes 
ance was due to the fact that Mr. Dud- Cusrron Matewsy Jacxson Maousy 
ley happened to glance at an advertise- President Vice-President 
ment in a daily paper.” A. Mosetey Hopxins, Mgr. of Agencies 
Life Notes 111 N. Breed St. Philadelthia, Pa. 
The Indianapolis agency of the Frank- 








lin Life has moved to new quarters in 
the new City Trust building, formerly 


the National City Bank building. 

Richard M. Hoe, a director both of MR. AGENT! 
the New York Life and of the Home Life 
of New York, as well as of a number of Do you care for QUALITY, 
banks and trust companies, died sud- > 
denly at his home in New York City|| not SIZE? Age, Sound Expe- 
several Gaye age. rience, Low Cost, a Splendid 


J. D. Walsh, general agent in Sioux 
City for the Bankers Life, has gone to Record for over 67 years? 
the Pacific coast for a few weeks, where 
he hopes to overcome a stubborn form Then why not take 
of rheumatism which has affected one General Agency for 
of his feet, keeping him on crutches for a eral Agency 


several months. 

Quill” a of she a THE ST. LOUIS 
uill,” the monthly magazine publishe 

for omntevee, of oo Se ey — MUTUAL LIFE 

marks the th anniversary of that pub- 

lication. The “Quill” has grown in OUR AGENTS AND POLICY HOLDERS 


popularity and size since the first issue STICK! WRITE THE HOME OFFICE 
in December, 1920, 


FOUR YEARS YOUNG 


Our Business in 1924 




















Income $608,000....... ..se--Gain 134% 
Assets over $1,100, Wiebe Gain 25+% 
Capital and Surplus over 

000 ......+.+0e250+5-.--Gain +e 
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Savings in Mortality $73,000 or... 66 


We have paid to our Policyholders or 
their ary eh since our organization 
started—$202,47 

yes EN WANTED 
Minnesota, Iowa, Nebraska, Missouri, 
Kansas, Arkansas, and Oklahoma 


NATIONAL RESERVE 
LIFE INS. CO. 


GEO. GODFREY MOORE, President 
New Home Office Topeka, Kansas 
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